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Fifty-fifth Year, No. 44 


General Brokers 


' Honor J. V. Herd 
At Annual Dinner 


q merica Fore Executive and Presi- 
_ dent of National Board Re- 
_ ceives Gold Medal Award 


IL A. VINCENT IS SPEAKER 


Jational Board Manager Cites 
| Power of Insurance in the Cre- 
ation of Security and Stability 


' Lewis A. Vincent, general manager of 
the National Board of Fire Underwrit- 
fers, holds that insurance has become 
Fone of the great locomotive powers of 
progress in the creation of individual 
and group security and_ stability in 
forward-looking nations. As the prin- 
‘cipal speaker at the annual dinner of 
‘the General Insurance Brokers’ Associa- 
tion of New York in the grand ballroom 
fat the Hotel Sheraton Astor on Tuesday 
evening, attended by over 700 brokers, 
‘agents, company officers, public officials 
d others. Mr. Vincent emphasized that 
Minsurance is dedicated to an all-embrac- 
fing service which includes the protection 
Moth of the assured and of the com- 
‘munity. 
; J. Victor Herd, executive vice presi- 
dent of the America Fore Insurance 
Group and president of the National 
‘Board of Fire Underwriters, was pre- 
$ented with the General Brokers’ Gold 
‘Medal, an award for meritorious service 
fo the insurance business. Insurance 
Superintendent Alfred J. Bohlinger 
Served as toastmaster, with the after- 
inner program being opened by Joseph 
F. Conroy, chairman of the dinner com- 
Mittee. Guests of honor included many 
Meading figures in the insurance field. 
| In receiving the much coveted gold 
dal, Mr. Herd expressed his profound 
appreciation and paid tribute to the 
ducers of the industry. He pointed 
that the bulk of the success the 
rance business has experienced is 
mainly to its method of distribution 
the producers who market the poli- 
and who have their hand on the 
e of the public. 
e€ went on to dispel the arguments 
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He’s Protected — Naturally 


Polar bears are cold 
prospects for fire in- 
surance. But people, 
on the other hand, will 
warm up to the broad 
coverage offered by 
any one of L & L’s 
modern fire policies. 


tHe London & Lancashire 
GROUP 


LANCASHIRE 
GROUP 


a, — 
COMPANY OF NEW YORK . 


(Fire Department) = LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. @ ORIENT INSURANCE COm- 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LTD. © SAFEGUARD INSURANCE, 
STANDARD MARINE INSURANCE COMPANY, LID. 








A WELL-BALANCED COMPANY 


Low Cost Policy 


Fidelity’s new low cost policy, the Fidelity Special, 
has created a remarkable sales record since 
its introduction several months ago. 


This policy, written $15,000 minimum, carries a very 
: low cost with low premiums, substantial 
dividends and high cash values. 


It has raised a large number of normally $10,000 sales 
to $15,000 or more. Thus far, $23,400 has been 
the average . . . combined with Term Riders, the 
average has been much higher. Written sub-standard 
as well as standard . . . commission rates the 
same as for the Company’s regular Ordinary Life. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 





Mutual Benefit Life 
Sells Home Office; 
To Build New One 


Decision on Site Not Yet Made; 
Several Properties Under 
Consideration 


CO."S GREAT EXPANSION 


New Site and Construction in 
Charge of Vice President 
Milford Vieser 


The board of directors of Mutual 
3enefit Life has felt for sometime that 
its home office building at 300 Broad- 
way, Newark, is inadequate for the com- 
pany’s expanding business needs. The 
company has, therefore, sold the build- 
ing and will erect a new home office. 
The 300 Broadway building has been 
sold to the Catholic Archdiocese of 
Newark which will use it as a Catholic 
high school. Under the terms of the 
sales contract Mutual Benefit Life will 
retain occupancy until August 31, 1957, 
thereby affording time to complete the 
erection of a new home office. 

A statement signed by W. Paul Still- 
man, chairman of the board of Mutual 
3enefit Life, and H. Bruce Palmer, 
president, stated that the new building 
will be modern in every way. While the 
natural desire of the company is to re- 
main in Newark which city has been its 
home for 109 years, Messrs. Stillman 
and Palmer said that the advantages of 
a location in some adjoining suburban 
area or elsewhere are under considera- 
tion. An announcement as to the new 
building’s location will be made in about 
three months. 


Vieser in Charge of New Building 
Negotiations 


Milford A. Vieser, financial vice 
president of Mutual Benefit Life, who 
was in charge of negotiations for the 
sale of the home office building at 300 
Broadway, will supervise the acquisition 
of the site of the new home office 
building and also will be in charge of 
the construction of the new building. 

During the tenure of the present 
building Mutual Benefit’s policyholders 
have increased to 410,000 and assets 
have risen from $482,180,000 to $1,500,- 
000,000, making it eleventh largest life 
insurance company in the country. Mu- 
tual Benefit Life has $3,500,000,000 life 


insurance in force. 
Want Company in Newark 


Mayor Leo P. Carlin of Newark ha 
arranged a conference with Presidem 
H. Bruce Palmer of Mutual Benefit Life 
and Milford A. Vieser, financial vice 
president, for November 3, of which the 
mayor said: “We hope to find out what 
can be done to have the company re- 
main in Newark. City Council President 
John A. Brady will also attend the con- 
ference. A special citizens committee 
will work in attempting to keep Mutual 
Benefit Life within the city limits.” 


(Continued on Page 4) 
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LOOK AT THIS 
LOW COST! 


SELECT ORDINARY INSURANCE 
$5,000 Policy Illustrations — Age 35 


Effective May 1, 1954. Minimum sum insured $3,000. 


Disability Waiver of Premiums also available at new low cost. 


























LIFE PAID UP 20 YEAR 20 YEAR AGE 65 
AT AGE 85 PAYMENT LIFE ENDOWMENT Revere conga 
ANNUAL PREMIUM $ 138.95 $ 196.45 $ 258.75 $ 178.10 

20 YEAR SUMMARY ©) 
Premiums 2,779.00 3,929.00 5,175.00 3,562.00 
Accumulated Dividends ') 1,087.40 1,216.30 1,271.95 1,147.45 
Cash Value 1,866.35 3,308.45 5,000.00 2,890.20 
Return over Cost if Surrendered 174.75 595.75 1,096.95 475.65 
20 Year Average Return 

over Cost per $1,000 17S 5.96 10.97 4.76 








(a) Figures involving dividends apply to policies issued on 
or after May 1, 1954 and are not guaranteed but are 
merely illustrations based upon current experience. 


(b) Accumulated dividends (including settlement 
dividend payable only upon surrender). 


(c) Endowment maturing at age 65. 


Get full information from your local John Hancock office 
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Mid-West Management Conference 


By Rosert W. Oster, Indianapolis 


The 14th annual Mid-West Management Conference, the oldest of the manage- 
ment conferences sponsored by the General Agents & Managers Association of 
Indianapolis, was held in French Lick Springs, Ind., October 21-23. Chairmen of 
sessions were Claude C. Jones, general agent, Connecticut Mutual; Russell J. Simp- 
son, manager, Sun Life of Canada, and Fitzhugh Taylor, CLU, manager of Equitable 


Society. 


Among those who made addresses were Charles H. Schaaff, CLU, vice president, 
Massachusetts Mutual; Horace R. Smith, CLU, superintendent of agencies, Con- 
necticut Mutual; Robert C. Gilmore, Jr., former president, NALU; Robert K. Zim- 
mer, general agent, Penn Mutual, Columbus, O.; George H. Gruendel, CLU, gen- 
eral agent, New England Mutual, Chicago; Travis T. Wallace, president, Great 
American Reserve; Stuart A. Monroe, general agent, Mutual Benefit Life, Chicago; 
W. K. Neimann, agency manager, Bankers Life Co., Des Moines. 


Schaaff on Gen. Agents’ Responsibilities 


Charles H. Schaaff, vice president in 
charge of agencies, Massachusetts Mu- 
tual Life, discussed the job of the gen- 
agent at the Midwest Manage- 
conference. He commented on 
areas of activity which a man must 
master if he hopes to succeed. 

Of paramount importance is the fact 
that a general agent must have a plan 
of life for himself and a philosophy 
as to the kind of agency he wants to 
build as relates to the plan. To suc- 
ceed in a big way he must have some 
personal plan of life coupled with some 
broad and basic principles by which to 
work in operating the agency. He must 
decide whether he wants to run a big 
operation in a big city, or prefers to 
live on a somewhat different plane in 
a smaller place, in a calmer atmosphere. 
Either he wants to play with the job 
or must be in earnest and really inter- 
ested and eager to succeed. Important, 
too, is whether his ambition is to make 
a lot of money, regardless, or whether 
some other things are also important to 
him. Another decision is whether he 
wants an agency of young men, or varied 
ages, and what type of men he desires 


eral 
ment 


to recruit. 


Must Know What Is Income and 
What Is Capital 

Then, comes the question of over-all 
planning, especially the allocation of his 
time. Every day the general agent is 
harassed by dozens of things to do, the 
certain things which are “musts” if the 
manager is to succeed, but he should not 
be so busy “doing what is urgent that 
he has no time left to do what is im- 
portant.” 

In his planning the financial operation 
of the agency and its management pro- 
cedures are of great importance, one 
particular item to bear in mind being a 
business budget. The general agent must 
know what is income and what is capi- 
tal; what expenses are justified and 
where he is headed financially. Intelli- 
gent self-management is essential, with 
consideration given to health, recreation, 
social life, and family relations. They 
must not be neglected. One top priority 
is being a real sales manager. A gen- 
eral agent must know how much time to 
devote to such activities as personal pro- 
duction, brokerage, sales management 
with his full-time men. Mr. Schaaff be- 
lieves in leadership by personal exam- 
ple. He said in part: 


“Tf you want to have a healthy, grow- 
ing organization, good morale, and 
profitable results all around, you must 
always keep a step ahead of your men 
with technical information, vocational 
competence, sales ideas, and zeal or en- 
thusiasm. Too few managers are able 
to keep their men constantly on their 
toes by pouring out fresh, stimulating 
sales ideas regularly and continuously. 
The more some general agents become 
involved in management activities, the 
farther away they get from sales ac- 
tivities, until there is found general 
agents who even begin to be afraid of 
actual selling.” Mr. Schaaff suggested: 
“Analyze your recent performance and 
get a truthful answer to this question, 
‘Am I still a good salesman, leading by 
example, stimulating my men with sales 
ideas, new approaches, new ways of 
presenting our fine product, and new 


>) 


ways of making sales? 


Relations With the Home Office 


Commenting on relations with the 
home office Mr. Schaaff said that in 
this area honesty is not only the best 
policy but is good business. “The home 
office must be given all the facts. I 
know, through observation from both 
sides of the fence, that if you give your 
home office the true facts, all of the 
facts openly and well presented, you will 
sometimes get the breaks on a_ border- 
line case, for example, where someone 
who does not follow this policy might 
have lost out,” he said. 

He urged that general agents cooper- 
ate with the home office in all things: 
In effecting economies, answering cor- 
respondence promptly, making sugges- 
tions, reporting on competition, etc. In 
this sphere of his talk he advised gen- 
eral agents never to be guilty of criti- 
cism of their company, or any one in it, 
except directly to the party concerned 
first. 

Among other suggestions discussed by 
Mr. Schaaff were relations with the 
clerical staff, with the supervisory staff, 
with the policyholders and the general 
public, relations in the community and 
with the old organization. 


Manpower Development 


Commenting on new manpower de- 
velopment, he said in part: 
“You will note that I did not say 


‘recruiting.’ I don’t agree that recruit- 
ing is 90% of the manager’s job, as 
some say, but when your other activi- 
ties are in order, I do say that man- 
power development should be your ma- 
jor task, and will be the measure of 
your ultimate success. Recruiting, as 
such, will not necessarily prove anything 
other than the fact that you are able 
to attract some men to join forces with 
you temporarily—and, I think there is 
too much of that. 

“The job we are talking about encom- 
passes much more, namely, establishing 
career underwriters. In fact, this one 
activity alone involves at least 12 opera- 


tions. You should give each step serious 
consideration, decide definitely and in 
advance just how you will handle each 
phase, and then write out your opera- 
tional plan for Manpower Development. 
That is why we prepared and sent to 
each of you a blank Manpower De- 
velopment binder some months ago.” 





Robert C. Gilmore, Jr., Talks 
Of Leadership in Field 


No average man succeeds in the in- 
surance business, Robert C. Gilmore, Jr., 
former president, National Association 
of Life Underwriters, and agent of Mu- 
tual Benefit Life in Bridgeport, Conn., 
told the Midwest Management Confer- 
ence, and leadership is the outstanding 
quality which any good agent expects of 
field management. 

It is apparent to the business, he said, 
that after years of up-grading recruiting 
efforts and seemingly doing everything 
possible to obtain above average recruits 
the turnover of the business is still 40% 
during the first year and some 80% at 
end of five years. 

“In any agency,” he said, “only the 
above average man is still with the 
agency after five years and, most cer- 
tainly, only above average and outstand- 
ing management is still running an 
agency at the end of the same time. 
Perhaps if I were talking as a relatively 
new agent, I would be stressing my 
needs for larger drawing accounts, extra 
commissions, fringe benefits of all kinds; 
but speaking as an established agent, 
my greatest expectation for field man- 
agement is leadership. 

“With leadership in any field, I think 
we must always take technical compe- 
tence for granted. Wherever we see 
leadership in any field, be it politics or 
community life, or in military affairs, 
such competence must be taken for 
granted. But the outstanding leader in 
any field you care to pick, has one 
quality in common with every other 
leader in the other fields—he is a human 
relations expert, intent on applying his 
knowledge and understanding of people 
through motivation.” 


What Agent and Wife Want 


In discussing life insurance manage- 
ment motivation, he said: “l expect my 
leadership in life insurance management 
to motivate me in several ways. First, 
by finding out what my wife and I want 
out of life, and then making me want 
that enough to pay the necessary price. 
It’s true that there are many men who 
don’t know what they want, but I think 
it’s the general agent’s or manager’s job 
to find a goal for these men and their 
families even if in so doing, the mana- 
ger is exposed to the personal family 
problems of his agent. There is no ques- 
tion but what sad experience had taught 
field management that they should shy 
away from involvements of the personal 
affairs of their agents, but | think it is 
absolutely essential in getting 
this first motivation and in endeavoring 
to determine what Mr. and Mrs. Agent 
want. I know one agent and his wife 
whose goal is to get rid of her mother- 
in-law who lives with them, a goal that 
could never have been detected without 
intimate familiarity with their personal 
situation, and a goal that once it was 
established, proved to have so much val- 
idity that the agent became virtually 
over night, a topnotch producer. Cer- 
tainly, individual goals must make some 
sense and should be permanent and not 
transitory, but simply because an agent's 
goal in life does not dovetail with the 
goal of his manager, or because it seems 
slightly foolish, is no reason to ignore 
the motivation that can be given to 


across 


even a foolish or unwise objective. An- 
other man, whom I happened to bring 
into the life insurance business, seems 
to have as his basic goal, the ownership 
of the most expensive latest model car 
on the market; admittedly transitory, 
nevertheless this objective has increased 
his production to a regular annual rate 
of over a half million dollars and other 
desires that he and his wife never knew 
they had, are now being fulfilled through 
his increased production. 

“I also expect leadership to motivate 
me in the development of my skill and 
in doing those things I must do to 
obtain my objective. It isn’t enough to 
create enthusiasm on my part, it must 
be sustained most particularly during pe- 
riods when | am in a slump. If field 
management must put me on the car 
pet or be critical, I think this should be 
done during periods when my produc- 
tion is good—in other words, be critical 
when I am ‘up’ and not when | am 
‘down’ emotionally, for then 1 can take 
it! Il intend to develop several points in 
connection with sustained ego recogni- 
tion within the agency, stressing par- 
ticularly the recognition of those who 
are not agency leaders in production, 
but who have nevertheless earned and 
deserved such public approval by their 
leadership. 

“I also believe that this motivation 
from field management must come by 
the example that management sets. 
Chief among these would be the ab- 
solute reliability of the manager or gen- 
eral agent, looked up to by each man 
in his agency as a man who does not 
inspire confidences and then abuse them 
and who is impartial in his treatment of 
his manpower. I would expect my gen- 
eral agent by his example in selling, not 
to walk sales tightropes simply in an 
expedient search for volume, and to be 
honest enough at all times to command 
my respect.” 


W. K. Niemann Talks of 
His Des Moines Agency 


W. K. Niemann, Des Moines agency 
manager, Bankers Life Co., told the 
Mid-West Management Conference: 

“I have always felt that my job as a 
manager was basically to hire the best 
possible, to make better men out of them 
and to develop the latent ability and 
power that exists in every man. After 
hiring good men the next step is to de- 
velop a theme for the whole 
agency. Such themes as: ‘we can write 
a million this month’; ‘we can be a five 
million dollar agency.’ 

“Our contests and prizes are usually 
aimed at the housewife so that she can 
urge her husband each day to win the 
prize for her. For instance we give a 
$50 dress (or suit) when a man produces 
$100,000 in one month. 

“We plan each year in advance. Our 
company contest is broken down into 
four quarters with a minimum require- 
ment of $75,000 in each quarter. There- 
fore, each month is a separate promotion 
carefully thought out and planned in ad- 
vance. In other words we believe in 
short-term and long-range promotion 
I shall explore this carefully at the 
meeting bringing out the plan for Octo- 
ber - November - December. 





success 


Rebuilding Agency 


“Much enthusiasm is generated over 
our new manpower picture which is un- 


usual for a small agency with only 
635,000 people in its territory. We now 
have more than $4,000,000 of new man- 


power business from men who have been 
hired within the last 28 months. We 
are practically rebuilding our organiza- 
tion with men who can stand the com- 
petition that exists today for the Amer- 
ican dollar. 

“We believe in ‘minimum work effort’ 
each week. In order to bring this 
about we write bulletins every day of 
the year. 

“Since every month is a separate pro- 
motion we put a lot of stress on dead- 
lines. We encourage activity in commu- 
nity affairs to keep our men busy and 
teach them how to get more work done 
in less time.” 
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Mutual Benefit Move 


(Continued from Page 1) 


History of Mutual Benefit Buildings 
in Newark 


When Mutual Benefit Life was 
founded in 1845 its early meetings were 
held in the backroom of a grocery store 
at Broad and Market Streets. After a 
few weeks, adequate quarters were rented 
at 295 Broad Street which were occu- 
pied in 1847. A lot was then purchased 
and the first home office site owned 
was at 191 Market Street, near Broad 
Street in the center of Newark’s present 
busy downtown area. A building was 
erected on that site. After ten years of 
expanding business it was reé ilized that 
larger quarters were again needed. In 
1857 a plot was purchased on corner of 
Broad and Clinton Streets in downtown 
Newark for $20,000 and a building was 
completed in 1861. : 

The company continued its rapid 
growth and in 1904 plans were begun 
for larger and more modern quarters 


and a new building was opened in 1908 
at 750 Broad Street. 

Then sixteen years later the present 
home office was designed by John H. 
and Wilson C. Ely of Newark. A chief 


concern was to have an abundance of 
light and air, with working space used 
to the best possible advantage. The 
building was occupied in 1927. The total 
cost, including parking area auditorium 
and recreation wing, exceeded $6,000,000. 
It contains 220,000 square feet of usable 
space. 


The Presidents 


The first president of Mutual Benefit 
Life was its founder Robert L. Patter- 
son. The second president was Lewis is: 
Grover who held office during the Civil 
War period. In January, 1882, one of 
the most colorful figures in history of 
the company became president. He was 
Amzi Dodd, an actuary, lawyer and ex- 
ecutive. Under his leadership the com- 
pany was the first to adopt several in- 
novations in its policyholders contracts 
which later became standard for most 
companies. 

President Dodd was succeeded by an- 


other outstanding New Jersey citizen, 
Frederick Frelinghuysen, son of a for- 
mer Attorney General of New Jersey, 


United States Senator and Secretary of 
State of the United States. Under his 
administration Mutual Benefit Life poli- 
cies were given further liberalized cov- 
erages. He guided the company during 
the World War I period and the in- 
fluenza epidemic. 

With the election of 
a distinguished lawyer, 
1924—a period of great 
perity—the company reached new 
heights in sale of new business. But, 
with the crash of 1929 Mr. Hardin’s ad- 
ministration was faced with heavy loans 
to policyholders, many lapsed policies 
and difficult sales problems. However, 
before his term ended the national econ- 
omy had again reached prosperity. 


John R. Hardin, 
as president in 
national pros- 


Stillman Becomes Chairman 


With the death of Mr. Hardin in 
1945 the board named W. Paul Stillman, 
a distinguished banker of Newark, to 
the newly created office of chairman of 
the board of which he had been a mem- 
ber for several years. John S. Thomp- 
son, famous actuary, and who had been 
chief actuarial officer since 1926, became 
nse Fant Under the direction of Mr. 
Stillman and Mr. Thompson the com- 
pany began a program designed to pre- 
pare the company for the boom years 
following the war. The plans included 
sales development, broadened  under- 
writing through new coverages and sig- 
nificant changes made in investment 
concepts. 

On the retirement from the presidency 
of Mr. Thompson, H. Bruce Palmer, 
executive vice president, succeeded him 
in January, 1953. Before being called to 
home office Mr. Palmer had been suc- 
cessful for years as a general agent. 


Mutual Benefit Innovations 


1847, it paid its first cash 


In February, 





National Phone Hookup 


The Mutual Benefit Life’s 76 gen-| 
eral agencies were notified of the | 
sale of the home office building by| 
means of a nation-wide telephone 
hookup. President H. Bruce Palmer 
introduced Chairman W. Paul Still- 
man over the phone, the latter making 
the announcements. The entire tele- | 
phone took exactly 12 minutes speak- | 


| | 
| 
| 


| ing time. 





value although its contract did not re- 
quire it to do so. 

During the Civil War period, contracts 
in the life insurance business generally 
contained no provisions to protect 
policyholders if they stopped paying 
premiums. Consequently, hundreds of 
policies on the lives of Southerners 
(legally) became worthless when war 
prevented premium payments. The Mu- 
tual Benefit offered two solutions: (1) 
For policyholders who were insurable, 
the insurance protection might be re- 
vived and the policy reinstated. (2) In 
cases where the policyholder had died or 
was uninsurable, the company paid the 
“equitable value” at the time premium 
payments were stopped. 

Beginning in 1868 new policies issued 
contained cash surrender and paid-up 
privileges available ed two full pre- 
miums had been paid. A deep apprecia- 
tion for the “mutuality” idea again was 
evidenced when this advantage was ex- 
tended also to old policyholders whose 
contracts did not contain such provision. 

In 1879, Mutual Benefit Life adopted 
its mnon-forfeiture plan. The policy 
stated the definite time that the insur- 
ance would be continued after failure to 
It offered alternately a 


pay premiums. 
smaller amount of insurance fully paid 
for, or immediate cash payment. (These 


benefits were known as automatic ex- 
tended insurance, paid-up insurance and 
cash surrender value.) 

During the administration of Amzi 
Dodd all restrictions as to residence and 
travel were removed. Tables were in- 
serted in the policy to show cash sur- 
render and loan values as well as ex- 
tended insurance and paid-up values. 

The Mutual Benefit was one of the 
first companies to pay out life insurance 
money as income to beneficiaries. 

Tn 1929 the company announced a dis- 
ability plan which had unique features. 


Mutual Benefit First Year 
Leaders Hold Meeting Here 


Mutual Benefit Life of Newark, N. TJ.. 
will hold the annual meeting of its 
Squab Club—first vear agents—Novem- 
ber 3-5 in New York and at the home 
office when 53 first year agents will at- 
tend. 

Director of Agency Administration H. 
Douglas Palmer will address the open- 


ing business session. Among those who 


will be heard are President H. Bruce 
Palmer, Vice President Richard E. Pille, 
Director of Field Supervision Wilbur 
E. Hintz, Assistant Director of Field 
Personnel H. Preston Smith, Director 
of Sales Services Gordon Hull and 
Harold M. Covert, Jr. of Philadelphia, 


former Squab Club member and now a 
life member of the Million Dollar Round 
Table. 

Second Vice President and Director 
of Agencies Charles G. Heitzeberg will 
be toastmaster at the banquet Thursday 


night, introducing General Agent C. 
Carney Smith. of Washington who will 
have five leading first year agents at 


the meeting. 

Squabs and their wives will meet with 
company executives at luncheon on 
Friday when Vice President Pille will 
speak and then will tour the home office 
with staff assistant to the President 
Mildred F. Stone and Malvine Mills of 
the agency department. 





Joins Guardian Life as 


Pacific Coast Agency Head 


GORDON F. CANTELON 


Guardian Life of New York has ap- 
pointed Gordon F. Cantelon agency di- 
rector with supervision of Pacific Coast 
territory, it is announced by James A 
McLain, company president. 

A native of Toronto, Mr. Cantelon 
came to the United States with his par- 
ents at the age of nine, when his father, 
H. L. Cantelon, was appointed manager 
for the Sun Life in Indianapolis. He at- 
tended Indianapolis schools and is a 
graduate of Benjamin Franklin Univer- 
sity in Washington, D. C., where he was 
a three-letter man. 

After several years of selling experi- 
ence in other fields, Mr. Cantelon began 
his life insurance career as a Group 
supervisor for Great West Life in Chi- 
cago in 1940. With time out for service 
in U. S. Army during World War II, 
Mr. Cantelon, in December, 1946, became 
manager for Great West in St. Louis. 
While there he was active in community 
work, including the Community Chest 
and the Big Brothers Organization, and 
held office in both the Life Underwriters 
Association and General Agents and 
Managers Conference. 

Early last year, Mr. Cantelon was ap- 
pointed to the staff of National Life of 
Vermont, and served as director of agen- 
cies for that company until his Guardian 
appointment. He will make his head- 
quarters in San Francisco after January 
1, 1955, and be responsible for the su- 
pervision of Guardian’s present agencies 
on the West Coast and the development 
of new agencies in that territory. 





JOIN H. O. MUTUAL OF N. Y. 


George Haines to Work on Promotional 
and Ad Matters; John Sheldon 

to Edit “Points” 

George E. Haines and John F. Shel- 
don have joined sales promotion. staff 
of Mutual Life of New York. Mr. Haines 
will be working on promotional and 
advertising activities and Mr. Sheldon 
will be editor of “Points,” monthly sales 
publication distributed by Mutual of 
New York to its 3,200 field representa- 
tives throughout the United States and 
Canada. 

Mr. Haines is the former editor and 
publisher of the “Fairlawn-East Pater- 
son Shopper,” in New Jersey. Previously 
he had been editor of “Systems,” maga- 
zine for the Remington-Rand Co., and 
prior to that he was with the public 
relations department of Curtiss Wright 
Corp. Mr. Sheldon has had many years 
of experience in advertising and pro- 
motion work for insurance companies, 
and more recently, with mutual funds. 





Tells Plans of New Home 
Office, Conn. General] 


MALCOLM F. 4 HOOD’S TALK 


Building Committee Forecasted on 15- 
Year Basis; Mechanical Transporta- 
tion System to Serve Work Clusters 


Malcolm F. Hood, assistant secret: ry 
and planning officer, Connecticut Gen- 
eral, commented on the proposed new 
$10,000,000 home office building of the 
company during the course of a talk 
before the American Management As- 
sociation at the latter’s annual meeting 
in New York. The construction which 
has begun is on a 268 acre tract in 
Bloomfield, Conn. 

Mr. Hood, who is on Connecticut Gen- 
eral’s building committee, said that fore- 
casts on a 15-year basis were made by 
two groups—one basing its information 
on statistics and the other on personal 
interviews, objective being to reveal any 
errors in planning. The forecasts were 
based on such topics as units of work 
produced, factors which would produce 
sibatond increases or decreases in volume 
of paper work, expected sales office de- 
velopments and resulting sales increases, 
personnel requirements and position 
classes, machine needs, special filing re- 
quirements and need for conference or 
training rooms. 


Three-Story Main Work Area 


Work on paper flow studies in keeping 
with projected needs revealed that 
“work clusters” could be grouped to- 
gether for greater over-all efficiency, 
Mr. Hood said. The forecasts indicated 
that in Connecticut General’s case, a 
“horizontal” building would best solve 
present and future needs. The new 
building will consist of a_ three-story 
main work area with an adjoining four- 
story administrative unit and a one- 
story cafeteria. Within the main work- 
ing area, Mr. Hood said, the grouping 
of “work clusters” according to the plan- 
ning will be served by mechanical trans- 
portation systems. In addition to the 
forecast studies, Connecticut General 
also based its planning on belief that 
its new home office should contain out- 
standing features which would appeal to 
employes and act as a drawing card, Mr. 
Hood said. One of these features, he 
explained, is the proposed company cafe- 
teria, a cantilevered structure overhang- 
ing a reflecting pool with glass on three 
walls. It has been designed to seat 800 
persons at one time for both restaurant 
and cafeteria service. 


Architectural Forum Article 


The magazine Architectural Forum 
gave a considerable spread in its Sep- 
tember issue to the new building of 
Connecticut General. It said the build- 
ing will have no interior columns, no 
floor-to-ceiling partitions in the main 
clerical areas, no barriers to interior de- 
partmental expansion or horizontal ex- 
pansion of the building itself. Four large 
interior garden courts will assure that 
no employes will ever be stationed more 
than 35 feet from the continuous win- 
dows which will be both heat and glare 
absorbing. The building will be air- 
conditioned and the windows stationery. 

Basic planning assumptions started 
with a decision to allot a unit of 600 
square feet per agent, which was sub- 
sequently modified to 48 square feet 
with supervisors and technicians of non- 
officer rank allowed two or three basic 
units, intermediate officers allowed four 
units and ranking officers, other than 
the president, allowed six units, the 
magazine said. “To areas determined by 
these standards are added machine and 
file ‘areas, conference rooms, corridors, 
CCC. 





MINN. ASS’N HEARS J. O. TODD 
John O. Todd of Chicago was the 
speaker at a recent sales seminar on 
selling life insurance under the 1954 
Revenue Act. The seminar was spon- 
sored by the Minnesota Association of 
Life Underwriters. 
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Join Agency Department 
Of New England Mutual 





Wm. B. Ferguson Lorne S. Brown 
New England Mutual Life announces 

appointments of Lorne S. 

assistant director of field training and 

William 

rector of agency finance. 

resident of Canada, Mr. 


Brown as 


B. Ferguson as assistant di- 


\ former 
Brown comes to Boston from a tour of 
duty in intelligence work with the Cana- 
dian Army. He is a graduate of Queens 
University, and gained teaching experi- 
ence as a cadet instructor and coach at 
MacDonald College while completing his 
studies. He enlisted in the Canadian 
Army in 1939, and served overseas dur- 
ing World War II, advancing to the 
rank of captain. He then joined the 
Canada Life as an agent, and earned a 
place in the top honor club before being 
called to the home office agency depart- 
ment in Toronto to conduct training 
courses. During this period he also took 
degree at the University of 


a specialist 
training, supervision and 


Toronto in 
education. 

Mr. Ferguson entered the home office 
end of life insurance with the Massa 
chusetts Mutual in 1938, having earned 
a degree in economics and business ad- 
ministration the same year from the 
University of Massachusetts. He was a 
member of the underwriting department 
up to his joining the Navy in 1941, 
where he took Navy training as a sup- 
ply officer at Harvard Business School 
and served in that capacity in Hawaii 
and at Floyd Bennett field. He returned 
to the Massachusetts Mutual agency 
agg following his separation in 
1946 as a lieutenant commander, and was 
inlaid agency assistant in 1948. He 
is a Fellow of Life Office Management 
Association, and is currently working 
toward the CLU designation. 


N.W. Mut. Western Regional 

Life insurance agents representing 
Northwestern Mutual Life in eight 
western states met in annual all-western 
regional meeting at San Francisco this 


month Keynote speech, “Selling Is 
Easy—Why Make It Difficult?” was 
given by John R. Mage, CLU. 


From the hanes office were Grant L 
Hill, CLU, vice president and director 
of agencies; Robert FE. Dineen, vice 
president; Harold W. Gardiner, CLU, 
director of education and _ training; 
Robert E. Templin, superintendent of 
agencies; Charles B. McCaffrey, director 
of advanced underwriting training; and 
Frederick P. Price, Jr., assistant coun- 
sel 


Eugene M. Thore Addresses 
Newark Ass’n on Tax Code 


So far as life insurance policyholders 
are concerned, the new 1954 tax code 
completely reverses the very damaging 
trend of the past 20 years, Eugene M. 
general counsel for Life Insur- 
America, told the 
Association 


Thore, 
ance Association of 
Newark Life Underwriters 
at their Robert Treat luncheon meeting 
last week. The inequities in the taxation 
of annuity income have been removed. 
insurance as 


The treatment of life 
property transferrable to other people 
has been established on a sound basis 


through the removal of the premium 


payment test for life insurance policy- 
ownership. This had caused serious dis- 
crimination toward life insurance policy- 
holders. In a word, the law now serves 
those who save through life insurance 
instead of penalizing them, as had been 
the case for the last 20 years. 

Mr. Thore also commented about the 
problem of taxation of life insurance 
companies. This is still to be worked out. 
Policyholders and agents definitely are 
involved in the solution of this problem 
because taxation of life insurance com- 
panies vitally affects the cost of life 
insurance. Today, Mr. Thore said, every 
$100 which a policyholder pays to his 
life insurance company, $3.50 goes for 
state and Federal taxes. 

Special guests at the luncheon were 
the top law department officers of local 
companies, John J. Magovern, Jr., of 
Mutual Benefit Life, Richard Congleton 
and Alex Query of The Prudential, and 
William R. Gannon of Colonial Life of 
East Orange. 

At the luncheon Mildred F. Stone, 
CLU, on behalf of the Women’s Quarter 
Million Dollar Round Table, presented 
certificates to five local women who cur- 
rently have qualified for membership in 


that national honor group: Sophie 
Baranski, Mary McKeon and_ Sadie 
Samons of The Prudential, Lucille 


Palmer of Equitable and Johanetta 


Wallerstein of New York Life. 


George O. Sheffield Dead 


George O. Sheffield, 53, secretary of 
Life Insurance Co. of Georgia since 1945, 
died recently of a heart attack at his 
home in Atlanta. He was a member of 
the executive committee and the board 
of directors. He had attended meetings 
of the management staff and the execu- 
tive committee the day before his death. 

Mr. Sheffield, a native of Dallas, Ga., 
became an ewentt for Life of Georgia in 
1925. He was a special agent in Ala- 
bama for a year before joining the 
clerical department of the company in 
1929. He progressed to assistant secre- 
tary in 1934, served as assistant treas- 
urer, and then again assistant secretary. 

Mr. Sheffield studied at Georgia In- 
stitute of Technology and University of 
\labama before entering the insurance 
business of which his late father, Isham 
Mallie Sheffield, was a co-founder. 

He is survived by his wife, the former 
Fay Hammond of Kosiusco, Miss.; his 
brother, I. M., Jr., now chairman of the 
board of Life of Georgia: a sister, Mrs. 
Alfred E. Thompson, and a daughter, 
Mrs. Barrett Howell, all of Atlanta. 


Provident Mutual Manager 
For Northern New Jersey 








PHILIP H.-GILCLIs 


Provident Mutual Life has announced 
the appointment of Philip H. Gillis as 
manager of the company’s’ northern 
New Jersey agency. Mr. Gillis succeeds 
his father, the late Alexander F. Gillis, 
who had been general agent of the 
agency since 1930. 

A graduate of Duke University, Mr. 
Gillis joined Provident Mutual in 1937 
and was made supervisor of the north- 
ern New Jersey agency in 1951. During 
World War II he served for five years 
in the Army Air Force as a pilot, at- 
taining the rank of captain. 

Mr. Gillis is a former president and 
director of the Northern New Jersey 
Life Underwriters Association and a 
former president of the Duke University 
Alumni Association of Northern New 
Jersey 


New Managers N. Y. Life 


Robert E. Conaty has been appointed 
manager of a new branch of the New 
York Life in Hartford. The company 
has also established new branches in 
3aton Rouge, Gary, Ind., and Houston. 
New York Life now has 163 branch 
offices. Charles Gogreve, Jr., is mana- 
ger at Baton Rouge; Philip H. Kam- 
merer, at Gary; and John M. Cochran, 
in Houston. 


N. Y. Life’s Dallas Headquarters 


Dallas has become one of the New 
York Life’s consolidated field headquar- 
ters. These headquarters will bring life 
insurance sales, group insurance, real es- 
tate and mortgage loans and investments 
under one roof, the office becoming the 
center of the company’s activities in 
Texas and the entire southwest. 

Vernon V. Van Leuven is field vice 
president in charge of southwestern 
sales, Forrest Huffmann is regional 
manager of Group insurance, Alyett J. 
Buckner is assistant vice president in 
charge of real estate and mortgage loans 
and Donald E. Meads, assistant vice 
president in charge of investments. 























*104,800.00 


worth of immediate 
LIFE PROTECTION 
for only $480.90 a year 


(at age 35) 


IMPOSSIBLE? Let us 


show you how! 
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Foy 2nd Vice President 
American Service Bureau 


Promotion of Augustus G. Foy to 
second vice president of American Serv- 
ice Bureau has been announced by Lee 
N. Parker, president of the bureau and 
administrative vice president of Amer- 
ican Life Convention. 

Mr. Foy was born in Denver, 
he joined the American Service 
on December 22, 1930. He has served 
the bureau continuously since that time, 
being an inspector in the Denver office 


where 
3ureau 


for five years, manager of the Helena, 
office for five years, the Omaha office 
for two years, returning to Denver as 
manager in 1943. On September 1, 1952, 
Mr. Foy was made executive field di- 
rector of American Service Bureau, with 
headquarters in Columbus, O., having 
direct responsibility for bureau service 
in Indiana, Ohio and Kentucky. On Oc- 
tober 1, 1954, he came to the executive 
office in Chicago to resume broader ex- 
ecutive responsibilities. 
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Marks 25th Anniversary 
With Home Life of N. Y. 


Pach Bros., N.Y. 
EDWARD F. MORAN 


Edward F. Moran, assistant secretary 
of Home Life, New York, celebrated his 
25th service anniversary with the com- 
pany October 18. He was presented a 
gold watch and 25-year pin by Presi- 
dent William P. Worthington in cere- 
monies noting the occasion. 

Mr. Moran joined Home Life in 1929 
as a member of the policy loan depart- 
ment and was named policy loan super- 
visor in 1942. He was appointed assis- 
tant secretary in 1950, becoming an of- 
ficer of the company. In his present 
post Mr. Moran manages the _ policy 
record department, which is the largest 
department in the company and includes 
the premium record, New York collec- 
tion, policy loan, file and telephone 
divisions. 

A Fellow of the Life Office Manage- 
ment Association, Mr. Moran was presi- 
dent of the LOMA Graduates for the 
1953-54 term. He currently is a member 
of that organization’s council. 


1954 Insurance Almanac 


Now Being Distributed 

The 1954 edition of The Insurance 
Almanac, an annual publication contain- 
ing facts and statistics on insurance, 
has been printed and is being distributed 
to subscribers. The Insurance Almanac, 
which is made up of two volumes, is 
published by The Underwriter Printing 
and Publishing Co., 116 John Street, 
New York 38, N. Y. Volume I, the 1954 
edition of “Who’s Who in Insurance,” 
containing over 4,000 biographical 
sketches of executives, officials, agents 
and others in the insurance business, 
was published earlier this year. 

The second volume of The Insurance 
Almanac, which is the 42nd annual edi- 
tion, is an extremely valuable 1,248-page 
reference book of factual and statistical 
information on all branches of insur- 
ance. The company section gives the 
officers, directors, coverages and _terri- 
tory of all types of companies, and fi- 
nancial statement figures are shown in 
tabular form. Other sections of the 
Almanac cover the State Insurance De- 
partments, all types of insurance organ- 
izations, agents and brokers, adjusters, 
actuaries, insurance management groups, 
new companies organized, name changes, 
companies retired, brokers’ regulatory 
laws, resident agents’ laws, workmen's 
compensation officials, legislative ses- 
sions, insurance definitions, insurance 
journals, ete., all indexed for ready ref- 
erence 

The cost of each volume of The Insur- 
ance Almanac is $5; if both volumes are 
Purchased together, the total cost is $8. 





Analyze 209 Pension Plans 

A survey has been made public by 
the Commerce and Industry Association 
of New York in which 209 pension plans 
from 206 companies were analyzed. 
Thomas Jefferson Miley, executive vice 
president of the association, says that 
because of the liberalized payments and 
extended coverage provided by this 
year’s amendments of the Social Se- 
curity Act a substantial number of New 
York business firms are 
modifying their retirement plans. 


considering 


CLIOA Mathematical Awards 


Fifteen undergraduates in mathemati- 
cal courses at four Canadian universities 
have qualified for the prizes offered an- 
nually by the Canadian Life Insurance 
Officers Association to Canadian stu- 
dents who obtain high standing in the 
examinations of the Society of Actu- 
aries. 

These prizes are designed to encour- 
age young men and women of outstand- 
ing mathematical ability to pursue ca- 
reers in actuarial science 


McIntyre Made Asst. Counsel 


Roger McIntyre, who has been ap- 


pointed assistant counsel of Northwest- 
ern Mutual, will specialize in 
planning and tax and corporation work. 
He entered private practice eight years 


estate 


ago and was associated with Powers, 
McIntyre, Johnson & Cutler until June, 
1953. After graduation from Brown in 
1937 he got his law degree from Uni 
versity of Wisconsin in 1942 after which 
he spent three 
South Pacific. 


years with Army in 












Premiums Accepted 





take your claim to these 


, 


Liberal Underwriting — 
you may be surprised at our favorable consideration of such histories 
as — skull fracture, malaria, diabetes, gout, prostatectomy, hyster- 
ectomy, ruptured intervertebral disc, etc. 

Complete Juvenile Underwriting — 
including payor benefit. Progressive Protection policy, written 0-15, 
automatically expands fivefold at age 21 without increase in premium. 

Business Insurance — 
with flexible settlement options enables you to carry out programming 
to meet individual needs in connection with Stock Purchase, Stock 
Retirement and Partnership Purchase Plans. 

Flexible Settlement Options — 
provide almost unlimited methods for distribution of proceeds including 
privilege of taking part in cash and part under options or of leaving 
at interest temporarily and changing to another option later. 

Disability Income Provision — 
provides $10 per month per $1,000 with coverage to age 60, issued 
to males 21-55. 

Premium Payments Can Be Changed at Any 
premium due date, not necessarily the policy anniversary, giving 
flexibility of payment dates in arranging programs. 

Both Renewable and Convertible Term — 
also popular policies combining Ordinary Life and Term. Riders 
designed to cover the outstanding balance of a mortgage or to pro- 
vide family protection may be attached to basic policies. 

Special Class Underwriting 
offered in wide range with issues in substantial amounts up to 500% 
of expected mortality in many cases. 

Group Coverages — 
complete across-the-board underwriting. Our convenient nation-wide 
Group district offices expedite service. 


up to 20 years in advance at 22% discount. Maximum amount con- 
sidered on individual basis. 
55% Graded Commission Schedule. 
Pension Trust Service — 
complete comprehensive coverage without farming out portions of 
your case. 
Liberal Dividend Schedule — 
results in low net cost. 


_Marsachusely Matual 


ORGANIZED 


1851 


SALES ATDS 


From full-time representatives of 
other life companies we invite 
only surplus and special business. 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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C. F. Wood Sails for London 


CHARLES F. WOOD 


Charles F. Wood of London, manager 
of Manufacturers Life for the United 
Kingdom and one of Britain’s famous 
actuaries, sailed Tuesday on the Maure- 
tania for home after spending four 
weeks in Canada and the United States 

While in this country he attended the 
convention of Society of Actuaries in 
Boston. Mr. Wood told the 
that Staple Inn, home of British Insti- 
tute of Actuaries since 1887, which was 
built in the late sixteenth century and 
was destroyed by a German flying bomb 
in August, 1944, is being reconstructed. 
It was famous for its Tudor architecture. 

While in this country Mr. Wood 
visited J. Stanley Dey, manager of 
Manufacturers Life in north New Jer- 
sey, and-others. He w: as guest of honor 
also at a luncheon given to him in 
Canadian Club which has its headquar- 
ters in Waldorf-Astoria. 


actuaries 


NEW MEDICAL ASSOCIATION 


Consists of Medical Director From Five 
Midwestern States; John 
Pearson Chairman 

Life insurance company doctors from 
five states have formed the Midwest 
Medical Directors Association which will 
not conflict with the national organiza- 
tion of medical directors of life insur- 
ance companies. Named as chairman is 
Dr. John S. Pearson, American United. 
Formerly with John Hancock he be- 
came medical director of American 
United early this year. 

Dr. Louis Schwab, assistant 
director, Union Central, is in charge of 
arrangements for the next meeting 
which will be held i in Cincinnati in April. 
Vice chairman is Dr. John L. Humphreys, 
Lincoln National. Secretarv-treasurer is 


Dr. William F. H. O’Neill, Franklin Life. 


medical 


> x 
Danish Businessmen Here 
Boston—A group of 13 Danish indus- 

trialists, traveling under the auspices of 

the Council for International Progress 
in Management. Inc., recently visited the 
home office of Tohn Hancock Mutual 

Life to make a study of the company’s 

forms control procedures and systems 

The group is studving time, motion, and 

methods analysis in American industrv. 
Industries represented bv the visitors 

included electrotechnical material manu- 
facturing, clothing, textiles and tele 
phone equipment. Also included in the 
group were three educators renresent- 
ing the Royal Technical Universitv in 

Conenhagen, Odense College of Mechan- 

ical Engineering and Jutland Institute 

of Technology, and the secretarv of the 


Danish Textile Workers’ Trade Union. 


New England Mut. Rider 
Of Extra Protection 


FOR AGES FROM 20 TO 55 
Low Minimum Cost; At Age 25 Rate 
Per $1,000 for New Rider 
Is $3.74 


For those needing extra life insurance 
protection at minimum cost New Eng- 
land Mutual has introduced a new con- 
tract—the Extra Protection Rider, the 
policy being a level ten-year term rider, 
convertible and non-renewable. It is 
available to men and women between 
20 to 55 in three amounts: (1) one-half 
of the face amount of the base policy; 
(2) equal to the face amount of base 
policy; (3) one and a half times face 
amount of base policy. Minimum face 
amount for rider is $2,500. 

Base policies to which new rider may 
be attached are Ordinary Life, Life 
Paid-up at 85, Limited Payment Life of 
20 or more premiums, Endowment or 
Retirement Income policies with 15 or 
more premiums. Dividends and non- 
forfeiture values on the base policy will 
be the same as if no rider were attached. 
Conversion of the rider may be effected 
at any time within the ten-year period. 
No medical examination is required. 
Rates per $1,000 for the new rider at 
typical ages are: age 25, $3.74; age 35, 
$5.90; age 45, $11.94. Thus, at 35 a man 
can own $10,000 of Ordinary for $255.70, 
and by taking advantage of Extra Pro- 
tection Rider can increase the face 
value to $15,000 for an annual premium 
of $285.20, to $20,000 for an annual 
$314.70 premium, or to $25,000 for an 
annual $344.20 premium. 


New St. Louis Managers 

Equitable Society has created a second 
agency in St. Louis. Arthur W. Green, 
manager there for ten years, is going 
into personal production, and is suc- 
ceeded in the newly-divided area by 
Harley J. Simpson, who has been its 
district manager in Dayton, and Donald 
L. Bryan, who has been assistant agency 
manager in Peoria. 


Manhattan Life Names Dop 
General Agent in Chicago 


NICHOLAS J. DOP, JR. 

The appointment of Nicholas J. Dop, 
Jr., as general agent in Chicago with 
offices at 10336 South Western Avenue, 
has been announced by the home office 
of Manhattan Life. For the past two 
years, Mr. Dop has been agency super- 
visor of the Agency of the 
which has been closed because 
of General 


Simpson 
company, 
of the 
Agent Grover C. 

Last year Mr. Dop distinguished him- 
self by qualifying for the Manhattan 
Club, and this year he has already be- 
come a charter member of the recently- 
announced Early Birds Chapter of the 
club, one of a group of 19 field men to 
achieve early membership so far. 

A veteran of World War II, he served 
in the Navy until his discharge in 1946. 


continuing illness 


Simpson. 
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Apoplexy 
Cancer 
Diabetes 
Angina Pectoris 
Duodenal Ulcer 
Spleen Removal 


Phone 


BILL RANNI 


Ly Complications 


THE JAMES G. RANNI ORGANIZATION 
Oldest Manhattan Life Agency...28 Years of Know-How 


521 Fifth Avenue, New York 17, N. Y. 
Murray Hill 7-8750 


BOB RANNI 


Coronary 
Malaria 
Polio 
Gastric Ulcer 
Kidney Removal 

Other 


CHARLIE McKEONE 
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Shenandoah Life Action 
Against Jordan Up Nov. 3 


Washington—The suit of Shenandoah 
Life against District Insurance Superin- 
tendent Albert F. Jordan to regain its 
license to do business in Washington, 
D. C., was again delayed, with a new 
November 3 hearing date set. The latest 
delay was caused by self-disqualification 
on the part of Federal Judge Alexander 
Holtzoff. 

Judge Holtzoff took the action on the 
grounds that he still retains member- 
ship in a Government employe associa- 
tion with Group coverage written by 
Shenandoah Life. 

Superintendent Jordan refused to re- 
new the company’s license on a charge 
of violation of the District insurance 
code, with interpretation of the District 
insurance code at issue. The code pro- 
vides that Group policies must cover 
75% of the employes. Jordan argued 
this means 75% of all employes, while 
the insurance company contended that 
coverage of 75% of employe association 
membership would qualify under the 
code. 

Shenandoah writes Group policies for 
14 associations of Federal and District 
Government employes, with some 125,000 
members and gets about 44% of its pre- 
mium income in the District of Co- 
lumbia. 


Make McMillin Manager 

Frank McMillin, cashier of Equitable 
Society in Providence, R. I., since 1940, 
has been made manager there. He suc- 
ceeds Lawrence H. Sprouse who will 
manage the Society’s Bridgeport, Conn., 
district. 





HEARD On The WAY | 








Ruth M. Kelley, General Agent, Man- 
hattan Life, Detroit, represented life in- 
surance on a 4 - woman panel of finan- 
cial experts discussing, “Your Financial 
Future,” before a large group of mem- 
bers of the Manhattan Chapter of the 
National Federation of Business and 
Professional Women’s Clubs Inc. on 
October 20 at the Women’s National 
Republican Club, New York City. Miss 
Kellev told how life insurance fitted 
into financial planning for security and 
retirement. 

Other panel members were: Banking: 
Mabel F. Thompson, assistant secretary, 
Union Dime Savings Bank; Savings and 
Loan: Viola C. Billings, president, First 
Federal Savings and Loan Association of 
Hempstead, N. Y.; and Investments: 
Ann H. Sargeant, customers’ representa- 
tive, Merrill Lynch, Pierce, Fenner and 
Beane. 


The original oil painting prepared for 
the John Hancock Mutual Life Insur- 
ance Co.’s Lewis and Clark advertise- 
ment, which appeared in national maga- 
zines, was presented to the Montana 
Historical Museum. Governor J. Hugo 
Aronson received the painting from 
Hancock General Agent James M. Smith 
of Spokane, Wash., at a special presen- 
tation ceremony in Helena, Mont. 

Located on the route taken by the 
famous explorers, Helena is the site of 
the Society’s modern museum, and _ will 
be the center of the Lewis and Clark 
sesquicentennial celebration next year. 
Unique among American museums, the 
Montana museum portrays the heritage 
of the old West in spectacular displays 
and exhibits. 

In making the presentation, Mr. Smith 
pointed out that Paul F. Clark, president 
of the John Hancock, is a lineal de- 
scendant of George Rogers Clark, elder 
brother of William Clark, who with 
Meriwether Lewis, first explored the 
vast northwest. 

Uncle Francis. 
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Security Mutual Officials Attend Specht Agency Dinner 





= i 


Left to right—Norman T. Carson, Myron I. Specht, Mrs. Specht, 
Frederick D. Russell. 


The second anniversary of the Myron 
I. Specht Mutual 
Life was observed at a recent reception 
about 100 people in 
Agency main- 


Agency of Security 
with 
attendance. The Specht 
tains offices at 16 Court Street, Brooklyn. 

The attending 
the dinner 
Mutual’s president, Frederick D. Russell, 


and dinner, 


home office delegation 


was headed by Security 


and included Norman T. Carson, agency 


vice president; Robert FE. Richard, 
superintendent of agencies; and Robert 
N. Chambers, field 
Also attending was Jack Manning, ex- 
ecutive manager of the Life Under- 


writers Association of the City of New 


manager, service 


York, who presented Mr. Specht with a 
New York 


as a member of the faculty 


service certificate from the 
Association 
of the agents training course. 

Mr. Russell and Mr. Carson, speaking 
briefly Mr. Specht for 


his impressive agency building job. His 


paid tribute to 


qualities of leadership were emphasized 


as was his capacity for teamwork and 
relation to the prob- 
lems of the field. 


Mr. Specht, who is the youngest gen- 


understanding in 
agent in the 
company, began his 
agency October, 1952. 


Since its inception the Specht organiza 


eral agent in the 


from scratch in 


tion has made noticeable progress and 
now ranks as the fourth largest agency 
of the company throughout the country. 
Keynote of the agency has been service, 
which Mr. Specht feels has contributed 
much to the organization’s progress. He 
also attributes much of his agency’s suc- 
spirit on the 


cess to the cooperative 


OHIO STATE’S NEW AGENCY 


Ohio State Life has opened a new 


agency on the west side in Cleveland, 
it being the company’s second general 
agency in that city. The office will be 
located at 1526 Ardoyne Avenue and 
will be under the direction of Michael 
lr. Dennis as general agent. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 








part of the wives of his production staff. 

Supervisor in the Specht agency is 
J. Howard Medes. Jerome Finkelstein 
is agency cashier and Constance Walker 
assistant agency cashier. 

Mr. Specht entered the life insurance 
business in 1947 as a special Ordinary 
agent for The Prudential. He has estab- 
lished an outstanding personal produc- 
tion record and is a specialist in life 
insurance analysis and programming. He 
has also served as a brokerage super- 
visor and is active in the Life Under- 
writers Association of the City of New 


York. 








LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








Provident Mutual Life 
Makes Policy Changes 


President Thomas. A. 3radshaw, 
Provident Mutual Life, announced the 
modernization of the company’s whole 
life Protector policy which provides for 
lower premiums during the first two 
policy years than for subsequent years. 
The minimum has been increased to 
$10,000 and the ages at which it will be 
issued have been extended to include 
ages 10 to 70. A medical examination 
will be required in all cases. A new 
schedule of low net and ledger costs on 
this policy was also announced. 

Mr. Bradshaw also called attention 
to broader services which have been de- 
veloped for policy owner and agent over 
the past few years, such as: increased 
dividends and lower net premium pay- 
ments for policy owners, the company’s 
entrance into the accident and sickness 
field, increased commission rates, new 
Term policies, the Estate Builder, and 
non-medical plans. These have helped 
to increase new business paid for from 
$95 million in 1949 to $141 million in 
1953. 

Mr. Bradshaw also announced a sub- 
stantial reduction in premium waiver 
rates and new extensions in limits for 
life insurance, premium waiver and an- 
nuities. Additional changes in Provident 
Mutual equipment include revision of 
the Salary Savings Plan and a simplifi- 
cation of the application form. 





We're out 
of our 





"security 


Mutual! 


many ways. 


The 






“When we were married, Clyde was a driver on a furniture truck. 
His job was secure, but Clyde was sure that he would never be able to 
provide for our security and that of our children. 
‘Security’ meant lack of Opportunity. 


“One day Clyde came home from work with a smile on his face. 
Since then, our future has grown brighter. 


“What's Clyde doing today? Selling insurance for Minnesota 
“Clyde’s association with Minnesota Mutual has changed our lives 
His increased income now covers the big expenses of a 
family of six. We’ve started funds for the education of the children. 


We have protection through the company’s insurance plan, as well as 
the start of a nest egg for our retirement. 


“Yes, we’re pleased and satisfied with the way Minnesota Mutual 
is making our dreams come true.” 


Clyde C. Greco wrote $830,880 in life insurance sales last year. 


MINNESOTA MUTUAL 


LIFE INSURANCE COMPANY 


SAINT PAUL 1, MINNESOTA 


Says Mrs. Clyde Greco 
Greensburg, Penn. 






In our case, 


Mrs. Clyde Greco. 


ORGANIZED 1880 


Superintendent of Agencies 


In Midwest for U. S. Life 





RICHARD HALEY 


States Life has 
Haley to 


midwest 


United 
Richard 


promoted 

superintendent of 
division. His head- 
quarters 310 South Michigan 
Avenue, and has been heading up United 
States Life’s agency expansion program 
in the Midwest. 

Mr. Haley joined the company earlier 
this year as field supervisor working out 


agencies, 
are’--at 


of Cleveland. After leaving Army serv- 
ice in 1945 he was a successful personal 
producer until 1948. 
served as unit manager, branch manager 


Since then he has 
and general agent. 

Mr. Haley was a member of the 
Chamber of Commerce in Akron. He 
is a graduate of the Purdue Life Insur- 
ance Marketing Institute. 


Franklin Names Hassberger 

Richard C. Hassberger has been ap- 
pointed regional manager in northern 
Michigan for Franklin Life of Spring- 
field, Ill., according to an announcement 
by Chas. E. Becker, president. Mr. 
Hassberger will establish area headquar- 
ters in Saginaw. 

A veteran of four years’ service in 
World War II, Mr. Hassberger entered 
the life insurance business in 1949 as 
agent for Mutual Benefit Life. He was 
later promoted to supervisor, and in 
1953 produced over one million dollars 
of business. He was awarded the Mu- 
tual Benefit Plaque for greatest number 
of lives for that year. 

In his new position with the Franklin, 
Mr. Hassberger will have charge of 
agency development in the northern 
Michigan area. 
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Medical Directors Ass’n 
Meeting in Toronto 


HEAR HAZARDS OF RADIATION 


Study of “Stress” Also a Subject of 
Discussion; Emotion Influences 
and Results 


At the annual meeting of Association 
of Life Insurance Medical Directors of 
America held at Hotel Royal York, 
Toronto, Dr. Edward S. Mills, physician 
in chief, Montreal General Hospital, 
read a paper on “Coronary Heart Dis- 
ease.” He concluded by saying that not 
only is coronary artery disease greatly 
on the increase throughout Canada and 
the British Isles, but that this increase 
is mainly in professional men and _busi- 
ness executives. 

Ray F. Farquharson, professor of 
medicine, U niversity of Toronto, told the 
medical directors: “We do not see vita- 
min deficiences except in alcoholics and 
in those who because of obsessions will 
not eat certain foods. We face the 
problem of prosperity and leisure. We 
keep on eating after we don’t need the 
extra calories. 

He said that emotion influences eat- 
ing because eating is something of a 
sedative. Tired people eat more. This 
“emotional” eating may lead to obesity. 
Obesity, though harmful to all parts of 
the body, is notably so to the heart 
and blood vessels. 


Study of Stress 


Recent advances in the study of 
“stress” were explained by Dr. Hans 
Selye, professor and director of the In- 
stitute of Experimental Medicine and 
Surgery, University of Montreal. 

He said: “Until recently we knew vir- 
tually nothing about the exact mechan- 
ism through which stress is elicited in 
human beings, or in animals and, con- 
sequently, it was not possible to offer 
a scientifically founded treatment to pa- 
tients suffering from stress itself.” _ 

Extensive animal experiments, initi- 
ated at McGill University in 1936, and 
continued at the University of Montreal 
since 1945, have helped to clarify the 
biologic basis of the stress-mechanism 
and stimulated clinical research on stress 
and the so-called “stress-hormones” in 


numerous laboratories and_ clinics, 
throughout the world. 
Continuing, Dr. Selye said: “The 


stress-concept holds that many diseases 
have no single specific cause, but are 
largely due to non-specific stress, and 
to pathogenic situations which result 
from ine appropriate responses to such 
non-specific stress. 

A discussion of “Insurability after 
Chest Surgery,” by Dr. Robert M. Janes, 
professor of Surgery, University of Tor- 
onto, was on the program. 


Radioactive Isotopes 


John P. Gemmell, medical director, 
Monarch Life, Winnipeg, had as_ his 
topic “R: idioactive Isotopes and Insura- 
bility.” In conclusion, he said: “Radio- 
active isotopes represent one of the ma- 
jor advances in medicine in the last 
decade, particularly in basic research. 
The hazards of radiation have been re- 
viewed, and, although no convincing evi- 
dence of serious after effects are ap- 
parent to date, the long latent period 
may exist before late malignancy 
changes appear. The radioactive isotopes 
have limited but important roles in the 
diagnosis and treatment of disease and 
their use will continue to expand.” 


Midtown Mgrs. Hear Maduro 


Denis B. Maduro, New York insur- 
ance attorney, was guest speaker at the 
recent luncheon meeting of the Midtown 
Managers Association, held at the Up- 
town Club. Mr. Maduro, who was intro- 
duced by Wheeler H. King, CLU, gen- 
eral agent for New England Mutual and 
President of the Midtown Managers, 
discussed the effects of the new tax law 
on estate planning. 








Mass. Employes Group Plan 

Boston—An extensive Group insurance 
program for employes of Massachusetts 
has been disclosed by William V. Ward, 
president of the State Council of Ameri- 
can Federation of State, County and 
Municipal Employes (AFL). 

“The state,” he said, “is currently start- 
ing a package plan which not only will 
include Group life insurance, but acci- 
dent, health, Blue Cross and Blue Shield 
as well, which will be purchased under 
a cooperative plan with the state and 
the employes sharing the premium.” He 
said he would seek a conference between 
Mayor John B. Hynes of Boston and a 
committee from the Boston unions to 
develop a similar insurance plan there. 


C. J. Chambers Wins Award 


At a joint luncheon meeting of the 
Philadelphia Association of Life Under- 
writers and the Philadelphia Chapter of 
CLU, Frederic C. Wheeler, vice presi- 
dent, Fidelity-Philadelphia Trust Co., 
awarded to Charles J. Chambers of 
Philadelphia the bank’s annual CLU 
scholarship. Mr. Chambers, who is with 
The Prudential, has been in the insur- 
ance business since 1942, 


Schriver At East Europe Border 
On Radio Free Europe Mission 


Lester O. Schriver, managing director, 
National Under- 
writers, is shown in accompanying cut 
°s he boarded a clipper at International 
Airport in a flight to Munich where he 
will broadcast over Radio Free Europe 


Association of Life 


giving messages of freedom to peoples 
behind the Iron Curtain from Crusade 
balloon launching sites 
on West German-Czechoslovak border. 

In the party with Mr. 
large number of leaders of such Ameri- 
can organizations as veterans, service, 
labor, civic and fraternal. Many of these 
will take part in broadcasting. The 
anti-Communist network of Radio Free 
Europe is sponsored by the Crusade for 
Freedom. More than 52 million pieces 
of literature have been sent into Central 
and Eastern Europe by Radio Free 
Europe, which activity has drawn a 
protest from Budapest to the American 
legation at Budapest. It calls this bal- 
looning of literature a “hostile” act. Free 


for Freedom's 


Schriver is a 











ance. 










FOUNDED IN 1867 
IN DES MOINES 


of IOWA 





notices, 


EQUITABLE LIFE 
INSURANCE COMPANY 


a us 

the Company"s>policy- 
holder publication, is gaining 
widespread reader accept- 
Enclosed with Home 
Office mailings of premium 
: "Towertalk" features 
= messages on health, hygiene 
and other topics pertinent to 
better life and living, as well 
as timely information about 
life insurance. It successfully 
contributes to Company-pol- 
icyholder relations and local 
agency prestige. 





joined his 


Europe intends to continue being “hos- 
tile.” 
Visit Many Notables 


First stop of the American executives, 
many of whom are state chairmen of 
Crusade for Freedom, will be Munich 





LESTER O. SCHRIVER 


for recording sessions at RFE studios 
and visits will be made to some of the 
22 scattered transmitters broadcasting 
on a round-the-clock schedule to Poland, 
Czechoslovakia, Hungary, Rumania and 
Bulgaria. Then they will make a day- 
long journey to the launching sites for 
the balloons which employ an ingenious 
dry ice trip to release their messages 
of freedom when the carriers reach the 
planned point. Returning from the 
Czech border the Americans will proceed 
to the headquarters of the U. S. High 
Commissioner for Germany at Berlin for 
conference with the commanding gen- 
eral and staff and German government 
and civic and labor leaders 

One of principal purposes of the visit 
of Mr. Schriver and the other Americans 
i acquaint key leaders of American 
life with the work of Radio Free Europe 
which is a division of the Free Europe 
Committee that conducts activities de- 
signed to frustrate Kremlin tyranny and 
hasten the liberation of the captive peo- 
ples behind the Iron Curtain. The drive 
of the Crusade for Freedom to keep the 
anti-Soviet network operating effectively 
will be handled this year, as last year, 
by the American Heritage Foundation 
sponsors of the National Non-Partisan 
Register and Vote Campaign. Henry 
Ford, II, is chairman of both Crusade 
and Foundation. Upon his return M1: 
Schriver will report to the NALU mem- 
bership on the anti-Communist struggle 
in the advanced sector of the free world. 


is to 


Christian Leivestad Named 

Christian Leivestad, assistant broker- 
age manager for Occidental Life of 

California since 1952, has been appointed 
pre int manager of the company’s 
Seattle branch office. 

Carl H. Pearson, former 
State Mutual Life, has been 
assistant brokerage manager 
Mr. Leivestad. 

Mr. Leivestad joined Occidental in 
Seattle as assistant brokerage manager 
Prior to that time he had been employed 
as supervisor of New York Life cashiers 
department in Seattle, and as an agent 
for that company. 

A native of Minnesota, Mr. Pearson 
is a veteran of World War II, and 
former company in_ 1952. 


agent for 
appointed 
replacing 
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Hartford Assn. Tribute to 
Coffin for Russell Award 





VINCENT B. COFFIN 

Vincent B. Coffin, senior vice presi- 
dent, Connecticut Mutual, who is 1954 
winner of the John Newton Russell 
Memorial Award given annually at 
NALU meeting, was honored at Octo- 
ber meeting of Hartford Association 
of Life Underwriters. Charles J. Zim- 
merman, managing director, Life Insur- 


Management Association, 


Award commit- 


ance Agency 
a member of Russell 


Coffin with 


and 
tee, presented Mr. an illumi- 


} 


nated scroll, a copy of the citation he 
received when original announcement of 
the award was made at annual meeting 
in Boston of NALU. 

In the citation attention was called 
to Mr. Coffin’s interest in the develop- 
ment of men to render better service 
to the insurance public which, the cita- 
tion said “has toned his every ac- 
tivity in the life insurance field for 


Furthermore, the 
has inc reased the 
insurance industry 


almost 35 years. 
citation said that he 
prestige of the life 
‘through service to numerous educa- 
tional, civic and social organizations, 
ranging from his trusteeship to Wesley- 
an University to his membership on the 
National Board of Community Chests 
and Councils of America this year. 


The motivating characteristic of all his 
work is his capacity for friendship in 
the richest, fullest sense.” 


S. S. Wolfson Agency Now 
Located in New Quarters 


The S. S. Wolfson Agency, Inc., gen- 
eral agent, Berkshire Life of Pittsfield, 
fass., is now located in new modern 
quarters at 347 Madison Avenue, New 
York. 

The agency, which is now in its 26th 
year is headed by S. Samuel Wolfson, 
president; Henry Marshall, CLU, vice 
president; Herbert Frankford and Mil- 
ton Rifkin, CLU, associate general 
agents. Helen Kimball is age ncy assis- 
tant in charge of programming and Ed- 


vard Weingart is office manager. 


RUSSELL H. CONNOR DEAD 


Russell H. Connor, 58, former manager 
of the Toledo, Ohio, office of the West- 
ern and Southern Life, died recently 
after a long illness. He was associated 
with the insurance firm 30 years and 
managed the Toledo office seven years 
before his retirement. He was a member 
of the Toledo Life Underwriters Associ 
ation and the Toledo General Agents 


and Managers Association. 





Persistency Rating 
With New Features 


DEVISED BY WEST COAST LIFE 


Two Year Study Gives Improved Method 
Along Lines of LIAMA 
Chart 


West Coast Life has adopted a new 
persistency rating chart which was de- 
veloped out of a study of the company’s 
along the lines of one 
made by the Life Insurance Agency 
Management Association. Policies is- 
sued in 1951 were followed to the end of 
1953 to determine two-year persistency 
rates. Although the previous rate pro- 
duced a fairly good index to persistency, 
certain improvements and simplifications 


own experience, 


became evident. 

The adult females, juveniles and stu- 
dents had an over-all persistency rate 
distinctly higher than the adult males, 
and were analyzed separately through- 
out the study. The most significant find- 
ing was the variation in persistency by 
mode of premium payment, namely : an- 
nual 93%, semiannual 75%, quarterly 
62%, and monthly 51%. The persistency 


by age was: 40 and over—80%, 30 to 
39—74%, 25 to 29—66%, and under age 
25—54%. Occupational groups could be 


characterized by the following: profes- 
sional 78%, small merchant 69%, skilled 
worker 72%, and unskilled laborer 53%. 
Income of the applicant showed no sig- 
nificant trend except for the high in- 
comes which had a_ high persistency. 
Full cash with application and_ policy 
size over $5,000 were positive factors 
while a record of lapse and an applica- 
tion for term insurance were negative 
factors influencing persistency. 
Has Three Classifications 

The new rater has three major classi- 
adult males, adult females, and 
juveniles and students. The mode of 
premium payment, occupation and age 
are then considered to obtain a rating 
which is adjusted by good factors (as 
cash with application) and bad factors 
(as previous policy lapsed). The result- 
ing basic rating is the expected two- 
year persistency based on company 
averages. 

The influence of the individual agent 
is an all important item, for it was 
found that some agents had a _ per- 
sistency record more than 10 points bet- 
ter than the company average while 
others were 10 points lower for applica- 
tions that had the same basic character- 
istics. To reflect this factor, the basic 
rating is adjusted by an agent’s adjust- 
ment factor, which is redetermined every 
six months on the basis of his actual 
two-year persistency experience. 

Agents are required to complete a 
rating chart with each application, which 
is expected to result in better prospect- 
ing, better selling, and better persistency. 
The rewards are in the first year com- 
missions which are as much as 25% 
greater for high persistency than for low 
persistency. 


fications: 


New H. O. Building for 
Nat’! Old Line, Little Rock 


The heavy steel work is now com- 
pleted for the new home office building 
of National Old Line of Little Rock, 


Ark., located at Capitol and Wood Lane. 
Occupancy is scheduled for the middle 
of 1955. 


This is a seven-story structure with 
its design blending with that of the state 
office buildings in the vicinity. The site 
is directly across from the State Capitol. 
Cost of National Old Line’s building is 
$1,350,000, and it will comprise 75,000 
square feet of floor space. 

The company now has $140 million in 
force. T. F. Taylor, Jr., is its chairman 
and W. Darby is president. J. Her- 
bert Graves, former Insurance Commis- 
sioner of Arkansas, is a vice president. 





Elected a Vice President 
Of Loyal Protective Life 


JEROME M. POWELL 


Jerome M. Powell was elected a vice 
president of Loyal Protective Life, 
ton, at a recent meeting of the 
of directors. As vice president, 

continue in charge of the company’s life 


Bos- 
board 
he will 


insurance underwriting and he will also 
continue to serve as treasurer of the 
Loyal. 

A graduate of the 
Michigan, Mr. Powell is a fellow of the 
Society of Actuaries. He has recently 
served as chairman of the Boston Actu- 
aries Club and is a member of the un- 
derwriting committee and conservation 
committee of the Health and Accident 
Underwriters Conference. 

Mr. Powell joined the Loyal as a 
clerk in the actuarial department in 
1946, was appointed assistant actuary in 
1949, and elected life underwriting sec- 
retary and treasurer in 1951. His studies 
at the University of Michigan were in- 
terrupted by a three and one-half year 
period of service as a lieutenant in the 
Air Force. 

Active in 


University of 


community affairs, he has 
served as president of the Oak Hill 
Park Nursery School, a non-profit school 
which has achieved considerable atten- 
tion in educational circles, chairman of 
Oak Hill Heart Fund Committee, and is 
a past president of the Oak Hill Park 
Association, a civic and social organiza- 
tional embracing a membership of some 
500 families. 


Joins Fidelity Mutual Life 


Edward I. Heinz has been appointed 
by Fidelity Mutual Life as northern 
New Jersey and New York City repre- 
sentative and is making his headquarters 
in General Agent Arthur L. Sullivan’s 
agency at 107 William Street. 

A graduate of Tusculum College, Ken- 
tucky, Mr. Heinz served as a_ naval 
lieutenant in World War II and was 
executive officer aboard an LSM which 
participated in the Okinawa and Philip- 
pine landings. He lives in Upper Mont- 
clair, N. J., being active civicly. 


D. J. DRAXLER ADVANCED 
Donald J. Draxler agent for Occi- 
dental Life of California since 1953, has 


been named assistant manager of the 
company’s Fresno, Cal., branch, Vice 
President William B. Stannard  an- 
nounced. A native of Wisconsin, Mr. 
Draxler owned and managed a retail 
food store in Glenwood City, Wis., be- 


fore joining Occidental in Fresno. 








































Panel on Profit-Sharing 
At Chas. B. Knight Agency 


Denis B. Maduro, New York lawyer, 
headed a panel on estate planning, pen- 
sion and profit-sharing plans which was 
held in the auditorium of C. B. Knight 
agency, Union Central Life. The panel 
was under the auspices of Young Presi- 
dents’ Association, an organization of 
men who became heads of corporations 
before they reached the age of 39. On 
the panel with Mr. Maduro were Cloyd 
H. Huffard, vice president, Chase Na- 
tional Bank, and Sidney L. W olkenberg, 
CLU, Union Central Life. The latter is 
author of the recently published book, 
“How Estate Planning Can Help You.” 

The panel pointed out that changes 
in the new Federal revenue act had 
brought about a number of amendments 
in estate planning. One of most impor- 
tant is the new right to exclude life 
insurance from death taxes regardless 
of who pays the premiums, and also 
exemptions on short term trusts. 

It was agreed that disposition of 
property was becoming increasingly 
complex today. Three major problems 
cited were dangers involved in disposi- 
tion of jointly held property; the tend- 
ency to make impractical provisions in 
wills, leading to “dead hand” control, 
and difficulties inherent in planning the 
continuation or liquidation of stock in- 
terests in closely held corporations. 

Charles E. Zimmerman, president, 
Consultants & Designers, Inc., engineers, 
is chairman of the Metropolitan New 
York Chapter of Young Presidents’ 
organization, which numbers more than 
100 of the present national membership 
of 740. 


BERGREEN WITH LIAMA 
Has Had Considerable Experience at 
National Capital; Made Research 
Associate of Association 
Sholem Bergreen has joined the staff 
of the Life Insurance Agency Manage- 
ment Association as research associate. 
As head of the financial management 
unit of the research division, he will be 
responsible for investigations directed 
toward increasing the companies’ return 

from the distribution dollar. 

Mr. Bergreen comes to LIAMA from 
Washington, D. C., where he has been 
employed in various Government depart- 
ments as an economist and statistician 
since 1942. He has worked with such 
agencies as the War Production Board, 
Office of Price Administration, Bureau 
of Labor Statistics and Wage Stabiliza- 
tion Board. In his work at the Bureau 
of Labor Statistics he was engaged in a 
research study on the Interindustry Re- 
lations System which provided a new 
approach to problems of economic an- 
alysis and market research. 

Interspersed with his U. S. Govern- 
ment work Mr. Bergreen spent two and 
a half years in the Air Force. Some of 
that time was spent in the Aleutian 
Islands, Alaskan Department and at 
Westover Field where he was in charge 
of the Information and Education Pro- 
gram. A native of New York, Mr. 
3ergreen attended the City College of 
New York and received his B.S. degree 
from American University in Washing- 
ton, 


W. F. Spotz Chicago Mgr. 

William F. Spotz, who has been 
named a Chicago agency manager for 

3ankers Life Co., started with the com- 
pany in January, 1951, as agency super- 
visor in Pittsburgh and became a field 
supervisor in Pittsburgh in December, 
1953. 

After graduation from University of 
Pittsburgh he became a salesman for 
H. J. Heinz Co., in Pittsburgh territory. 
In World War II he served as a navi- 
gator, radar observer and bombardier 
and was a first lieutenant when _ his 
service terminated. He became an agent 
for State Mutual Life in the Pittsburgh 
area and then manager of the life de- 
partment of a Pittsburgh general insur- 
ance agency. 
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Here’s a good “lesson’”’ about ARTHRITIS... 


EARLY everyone knows the story of 

“The Wizard of Oz”* ... and how 
Dorothy, the little girl in this tale, met a 
man made of tin. 


As the story goes, the Tin Woodman, 
after a year of exposure in the forest, could 
not move because his joints were badly 
rusted. So, Dorothy oiled his joints. There- 
after, the Tin Woodman was able to jour- 
ney with Dorothy to see the wonderful 
Wizard of Oz. 


In a way, this fable points up some im- 
portant facts about the joints of the human 
body and the disease that often affects 
them—arthritis. Like the joints of the tin 
man, the body’s joints can also “rust” or 
become stiff over the years. However, with 
proper medical care, they can usually be 
kept flexible and workable in most cases 
despite arthritis. 

The most common type of arthritis . . . 


called osteoarthritis . . . occurs in middle 
age and later life, probably because of wear 
and tear on the joints. While it usually does 
not lead to severe crippling, it may cause 
varying degrees of disability. Consequently, 
recurring aches and pains in and about any 
joint . . . as well as tenderness and stiffness 
of the joints . . . should never be dismissed 
as “‘a touch of rheumatism.” 


The second most common form of ar- 
thritis occurs most often in younger people. 
Known as rheumatoid arthritis, it is a seri- 
ous disorder that may involve all the joints. 
It can also be controlled in many cases 
when proper treatment is started early. 


There is as yet no cure for either osteo or 
rheumatoid arthritis. Doctors, however, 
have many effective treatments for reliev- 
ing pain and restoring joint function. 
Greater gains against arthritis will un- 
doubtedly be made as new methods of 


therapy are perfected. 

Meantime, there are some safeguards 
that all of us can take to lessen the chances 
of developing arthritis or to control arthri- 
tis if it does occur. Among such precau- 
tionary keeping your weight 
down; maintaining good posture; getting 
enough rest and sleep and having periodic 
health and dental examinations. 





To control arthritis, see your doctor 
promptly whenever persistent symptoms 
occur in any joint, or when you feel “run 
down.” Give him your complete cooperation 
and always rely on the individualized treat- 
ment he prescribes. So-called “sure cures” 
generally provide only temporary relief. 

Today, when proper treatment is con- 
tinued persistently, at least 70 percent of 
all arthritis patients are spared serious dis- 
ability and returned to reasonably good 
health. 


*Copr. Bobbs-Merrill Co., Inc., Publishers 
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Top Producers of American Bankers 
Of Miami In Convention Spotlight 





Photo by Wellenkamp 


Left to right—Kelsey D. Cash, Thomson, Ga.; Stanley Zeskind, Baltimore; Ralph 
Cohen, Miami, and Fred W. Felkel, Anderson, S. C., the four leading producers 


of American Bankers Life. 
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All four of these top producers made 


talks, and it was pointed out 





informative 
that their production to date is an ex- 


ample of why American Bankers has 


put $40,000,000 of business on its books 


an three years of active opera- 


in less tk 


company got under way in 





1952 





Ranni Introduced as “Mr. Steam 


Himself” 


president and chair- 






man he bo: of American Bankers 
was the i at the second 
business i convention. In- 
troduced as “Mr. Steam Himself,” Mr. 


aving provided 





1; = 
vas credited 






1e inspiration and driving force for his 


co-workers both in the field and home 
office. It was further noted that Mr. 
Ranni is one of the very few life com- 
pany presidents who are life and quali- 
fying members of the Million Dollar 


Round Table. 
In his talk Mr 


5% reduction in premium rates for fe- 


Ranni announced a 


risks on five popular policy forms, 
3ank- 





and a new option in the American 

ers’ insured investment plan which will 
have the effect of transforming it into 
a “jumping juvenile” contract with in- 


creasing dea 
of insurability 
Luncheon at 






benefits without evidence 
from ages 15 through 20 
the Sans Souci Hotel 





was followed by a trip across the bay 
to Miami where the visiting fieldmen 











and their wives were conducted through 
the American Bankers’ home _ office 
1, ‘ 

t banquet which climaxed the 
convention the guests of honor were 
Floris Insurance Commissioner and 
Mrs. J. Edwin Larson; Deputy Commis- 
sioner and Mrs. Richard L. Starr; 
Deputy Commissioner E. A. Faircloth; 
Congressman and Mrs. Dante B. Fas- 
‘ell, and Mr. and Mrs. Timothy J. Sulli- 
\ Mr. Sullivan is assistant to the 
president of the Florida Power & Light 


Co. Awards for outstanding production 
and eadership were presented to 
Kelsey D. Cash, Ralph Cohen, Fred W. 
Felkel, and Stanley Zeskind. 

Patrick H. Bourgeois, who represents 
the company at New Orleans, took top 
honors in fishing by capturing from the 
Gulf Stream a seven feet, one inch, 63 
pound sailfish, considered by local ex- 
perts as one of the biggest sailfish 
caught in Florida waters this year. 


1 
sales 


At the final business session of the 
convention the featured topic was the 
“1954 Revenue Act,” the life insurance 
significance of which was covered by 
President Ranni and Paul L. E. Helli- 
well. Thereafter an open forum pro- 


vided any and all agents attending to 
ask questions. 


400 Attend Southwest 


Management Conference 
More than 400 general agents and 
managers of life insurance companies 
from seven states gathered at Mineral 
Wells, Tex., this month at the annual 
Southwest Management Conference. 

Charles E. Gaines, CLU, executive 
associate director, Institute of Insurance 
Marketing, Southern Methodist Univer- 
sity, had general supervision of the 
meeting. General Agent Durden, Pan 
American Life, was chairman of the 
opening day session, the first speaker 
being Paul A. Norton, CLU, vice presi- 
dent, New York Life, and discussed, 
“The How of Agency Building.” The 
topic discussed by Earl M. Schwemm, 
CLU, manager of Chicago agency, Great- 
West Life, was “Raising the Sights of 
Agents.” 

The 1954 tax law as it applies to life 
insurance was topic of A. R. Jaqua, 
CLU, director of Institute of Insurance 
Marketing, Southern Methodist Univer- 
sity. Other speakers included Charles J. 
Zimmerman, CLU, executive director, 
Life Insurance Agency Management As- 
sociation, and Benjamin N. Woodson, 
CLU, president. American General Life. 

Organizers of the conference included 
Dale Shephard and Mortimer Buckley, 
CLU. 


Moriarty Made Manager 
Hancock N. Y. Group Office 


Changes in the organizational set-up 
of its New York City Group office have 
been announced by John Hancock Mu- 
tual Life. 

James W. Moriarty, formerly man- 
ager of the Washington, D. C. Group 
office, has been appointed manager, and 
Thomas F. Sullivan, associate manager. 
The change is expected to free Mr. Sul- 
livan, who is well-known throughout the 
New York area, for more active work in 
the field. 

Mr. Moriarty brings a combination of 
successful Group underwriting and sales 
and service background to his new po- 
sition. A graduate of Colby College, he 
joined the Hancock in 1946 and was as- 
signed to his present position in 1949. 
During World War II, he served as a 
lieutenant (j.g.) in the U. S. Navy. 

“Mr. Sullivan, with his years of Group 
insurance experience and accomplish- 
ments, will be a valued associate in the 
expansion of our New York Group in- 
surance activities,” Philip H. Peters, sec- 
ond vice president, said in making the 
announcement. Associated with the John 
Hancock for 27 years, Mr. Sullivan was 
transferred from Boston to the New 
York City Group office in 1935, and 
became manager there in 1944. During 


World War I, he served in the U. S. 
Navy. 

The largest Group field operation of 
the John Hancock, the New York Group 


office is equipped to handle everv phase 
of Group insurance—including sales and 
service, annuities and claims. Joseph W. 
Pearson, Eastern Group annuity spe- 
cialist, handles the Group annuity oper- 
ation, and Everett D. Thomnson, region- 
! manager for all East Coast claims 
handles claims. 





a 
offices, 


Best’s Issue of Recommended 
Insurance Attorneys Out 


The twenty-sixth annual edition of 
Best’s Recommended Insurance Attor- 
neys, listing experienced legal counsel in 
every city and village of 10,000 popula- 
tion or more, with one exception, and 
many smaller towns, is now ready for 
immediate distribution. 

Instituted for the convenience of firms 
which require such counsel in cities dis- 
tant from their centers of operation, 
3est’s Recommended Insurance Attor- 
neys holds a certificate of compliance 
from the standing committee on law 
lists of the American Bar Association, 
and contains the names of attorneys 
particularly qualified to handle insurance 
claim work, including investigations, ad- 
justing and trials as well as subroga- 
tions. : 

Only those law firms which have rep- 
resented insurance companies and have 
been recommended by them are listed. 
Each firm has been carefully and thor- 
oughly investigated by the Alfred M. 
3est Co. as to local reputation, facili- 
ties, types of practice, experience, stand- 
ing at the Bar, etc. 

3est’s Recommended Insurance Attor- 
neys contains an exhaustive and concise 
digest of the insurance laws of each 
state and of the Canadian provinces. 
Outstanding attorneys in each territory 
have collaborated in the preparation of 
the digest. 

At a cost of $5, this reference work 
can be ordered from the New York 
home office of the Alfred M. Best Co., 
at 75 Fulton Street, or from any of the 
branch offices in Atlanta, Boston, Chat- 
tanooga, Chicago, Cincinnati, Dallas, Los 
Angeles or Richmond. 


New CLU Publication 


A new publication issued by the 
American Society of Chartered Life Un- 
derwriters has made its debut and will 
continue to appear on a periodical basis. 
It is a two-page, two-column, newspaper- 
style bulletin, “Chapter Activities,” de- 
signed as a clearing house of informa- 
tion for the 89 local chapters of the 
American Society. 


New York Life Makes 
Numerous Promotions 





Fabian Bachrach 


KENNETH E. VAN RIPER 


York Life has made 
promotions headed by 
Kenneth E. Van 


president in the investment department, 


New numerous 
appointment of 
Riper, assistant vice 
to be second vice president, investments. 
Appointed assistant vice presidents were 
Charles E. Judson, James H. McLellan, 
and Edward W. McPherson. 

Also announced the 
ments of 21 other home office men. Be- 
coming Clif- 
ford Page, formerly accountant in comp- 
Leonard K. Pfiffner, formerly 
of branch 


were advance- 


executive assistants were 
troller’s, 


manager office systems, or- 
training, and 


IIT, 


in the invest- 


ganization and employes 
Richard G. Woodbridge, 


senior industrial specialist 


formerly 


ment department. 

Nine men became managers. Former 
special assistants to Vice President and 
Comptroller Ditman, Walter G. A. Dol- 
lard and Harry Hyams are now mana- 
gers of premium accounting, W. Ralph 
McCardell is manager, commission ac- 
counting and Archie Forsyth is mana- 
ger, mortgage loan and policy loan ac- 
counting. 

Richard Borchers, John A. Falls, and 
William H. Walsh, formerly superin- 
tendents, are now managers of inspec- 
tion, program agreement, and selection 
and rating departments, respectively. 
Arthur Arctander, Jr., formerly senior 
method analyst, is now manager of pro- 
cedures, and Henry J. Bischoff, Jr., for- 
merly an administrative assistant, is 
manager of a newly created personnel 
department. 

Gordon W. Stables, formerly super- 
intendent of the salary division was 
appointed an administrative assistant in 
Secretary Bissell’s office. Ray Sunder- 
land, Jr., was appointed a deputy auditor 
and Donald K. Ross was named super- 
visor, industrial securities in the invest- 
ment department. 

Newly appointed assistant managers 
are William D. deCoursey, inspection, 
George M. Durrenberger, personnel and 
Norman Meier, program agreement. 

In the life underwriters department 
Joseph W. Ingersoll and Lamont J. Mc- 
Millan were advanced from assistant to 
associate underwriter. 


CAL - WESTERN MANAGER 

Ted S. Smith, who has been a mem- 
ber of the Houston, Texas, agency of 
California - Western States Life since 
1951, has been appointed agency man- 
ager, succeeding Robert L. Clark, who 
resigned to join the Columbia General 
Life as vice president and agency man- 
ager. 
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NEW BUSINESS 


If an insurance company is really agency- 
minded, it is constantly improving its product 
to capitalize on new business. If its product 
is saleable, its representatives can convert sales 
ideas into substantial commission dollars. 
That’s the kind of company we are. We be- 
lieve that in addition to rendering a great 
public service in the sale of insurance, there 
is also considerable romance in the commis- 
sions our field men earn. Look at our record. 
Or ask any Security Mutual field man. 
Security Mutual Life Insurance Company. 
Life « Accident & Health * Group 
Binghamton, New York 
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THE NATIONAL BOARD OF FIRE ber of assureds in a short time. He 
UNDERWRITERS said in part: 
We have made great advances in re- 
Lewis A. Vincent, general manager of cent years in improving insurance serv- 
National Board of Fire Underwriters, ices to the public in this field, not only 
ie . : , ; in the difficult days following hurricanes 
had as his topic before the General In- 354 other windstorms but after such 
surance Brokers Association of New explosions as Texas City and South 
York, Inc., this week the link between Amboy. Our machinery of relief has 
peace and security with insurance. Es- been tested and improved in strenuous 


pecially he emphasized how the business 


of insurance is dedicated to an _all- 


embracing service which includes the 


protection of both the assured and the 
community. “It is a business, which, 
through the very product it sells, makes 


possible the high standard of living that 
comes from peace and security,” he said. 
desire for 


“Tt is the universal human 


accounts for the wide- 
spread use of all kinds of 
property as well as life, in 
other countries 


security which 
insurance, 
America and 
where progress in all 


Ids has been most rapid and con- 


tinuous.” He is also in saying 
that 
great 
in the creation of individual 


security and stability 


accurate 
has 


locomotive 


insurance become one of the 


powers of progress 
and group 
in forward-looking 


nations. 

Mr. Vincent detailed the functions of 
the National Board. One of the orig- 
inal purposes of the board when founded 
in 1866 was to 
arsonists by combining in suitable meas- 


repress incendiaries and 


ures for the apprehension, conviction 
and punishment of criminals engaged 

this nefarious pursuit. That original pur- 
pose has remained. Within the past few 
years the National Board has been ex- 
panded to include related services deal- 
ing with the thefts of furs and jewelry 
and hijacking. He also reviewed fire pre- 
vention activities through the National 
Board’s engineering and public relations 
departments which have done so much 
to minimize threats of conflagration and 


catastrophic occurrences. 


Next, he 


insurance 


reviewed the expansion of 
coverages beyond the simple 
additional 


such as 


fields, showing how 


have 
the catastrophe 


early 


services been developed 
offices set up by the 
business to assist in the prompt clearing 
adjustments when a hurricane or 


other catastrophe affects a large num- 


of loss 





service and is steadily improving its ways 
of coping with all kinds of disasters that 
strike the policyholders en masse. 
General Manager Vincent reflects the 
opinion in the insurance 
says that National Board may 
well be proud of its forward looking 
business, 


wide world 


when he 
leadership in the insurance 
encompassing all echelons from the pro- 
ducer, to the specialist, through to the 
top executive branches. 


Charles G. Berwind has been elected 
i director of Fire Association of Phila- 
delphia and Reliance of Philadelphia to 


fill the unexpired term of Macon- 
achy, deceased. Mr. Berwind, a gradu- 
ate of the United States Naval Academy, 
class of 1916, is vice president and di- 
rector of the Berwind-White Coal Min- 
ing Co. He.-is a director of the Penn 
sylvania Co. for Banking and Trusts, 


Pennsylvania Salt Manufacturing Co. 
and the Berwind Fuel Corp. 


* * * 


Lawrence C. Magnant has been ap- 
pointed to the board of directors of the 
Insurance Brokers’ Association of the 
State of New York, Inc. He is a di- 
rector of Despard & Co., having been 
associated with that firm since 1947 and 
in charge of the firm’s engineering and 
inspection work. A native of Vermont 
and a graduate of Northeastern Uni- 
versity, he served for ten years, from 
1937, on the underwriting and engineer- 
ing staffs of Factory Insurance Asso- 
ciation. Mr. Magnant is a member of 
the American Petroleum Institute and 
the Insurance Society of New York. 


* * 1” 


Irvin N. Hinnau has been appointed 
special representative in the electronic 
data processing machines department at 
the International Business Machines 
Corp. here. He was formerly an elec 
tric accounting machine sales represen- 
tative in IBM’s Denver office. A gradu- 
ate of the University of Cincinnati, Mr. 
Hinnau joined IBM in 1949. He served 
as a sales representative in Cincinnati 
prior to his assignment to Denver in 
1952. 








HOLGAR J. JOHNSON 
Holgar J. Johnson, president, Insti- 
tute of Life Insurance, had the Royal 
Order of Vasa Knighthood, Ist class, 


bestowed upon him last Friday by King 
Gustav of Sweden, in recognition of his 
“fine contributions in strengthening the 
friendly between the United 
States and Sweden.” Presentation was 
made by Consul- General Lennard Ny- 
lander of Sweden on behalf of the King 
at 2 attended by the King’s 
representatives, Mr. Johnson, his wife, 
Muriel, his brother Eric, who is vice 
president of Colonial Life, Arthur Dan- 
iels, vice president of the Institute, and 
several others. In 1937, Mr. Johnson was 
awarded the Delaware Medal from Swe- 
den, which was established to recognize 
the 200th anniversary of the landing of 
the Swedes in Delaware. Mr. Johnson, 
whose parents were both natives of 
Sweden, has for many years been active 
in Swedish-American business relation- 
ships. His daughter, Nancy, attended 
the University of Stockholm in Sweden 
tor one year. 


relations 


ceremony 


 e oe 


James S. Kemper, chairman of — 
Lumbermens Mutual Casualty and ‘Of 
Ambassador to Brazil, who was in Re 
ton attending the 30th anniversary of 
the founding of the Lumbermens Boston 
office, revealed some good news for the 
nation’s coffee drinkers. He said that 
there is a big cut due in coffee prices 
next Spring. 

* x 


Joseph E. Snell, vice president, was 
honored by the officers and associates 
of Crum and Forster at a luncheon at 
the Drug and Chemical Club in New 
York on Friday, October 22, on the 
occasion of his retirement after 50 years 
of service with the organization. 


‘ok. 


John D. Brundage, assistant to the 
president of Bankers National Life, 
Montclair, is serving in the annual Com- 
munity Chest campaign in that town as 
chairman of the employe division. His 
vice chairman is Jack W. Kelly, mana- 
ger of sales promotion in Bankers Na- 
tional. Mr. Brundage, a graduate of 
Princeton, is secretary-treasurer of the 
New Jersey Heart Association and was 
a lieutenant commander in the Navy in 
World War IT. 


a 
secretary to Clifford 
Mutual of New 


from a trip to 
she visited six 


Hulda Gallice, 
Reeves, vice president, 
York, has returned 
Europe during which 
countries. 





MAURICE 


STACK 


Maurice Stack has been appointed fi- 
nancial secretary of the Atlantic Mutual 
and the Centennial, effective November 
1, it is announced in New York. Mr. 
Stack had been an investment analyst 
with the First National Bank of New 
York since 1949. Prior to that he was 
associated with the Teachers Insurance 
and Annuity Association and the Car- 
negie Corporation. 

x * * 


Elmer J. Schafer, vice president of 
Fred S. James & Co., Chicago, cast an 
absentee ballot for Joe Meek for U. 
Senator and then with Mrs. Schafer set 
off for Hawaii. They sailed on the 
“Lurline,’ October 25, and will be away 
a month. Mr. Schafer in recent years 
has been looking after Fred S. James’ 
affairs at Buffalo and is there exten- 
sively. 

x ok Ok 


Arthur R. Sisson, advertising manager 
of State Mutual Life of Worcester, was 
one of the speakers at the national con- 
vention of Direct Mail Association. The 
convention was held recently at Hotel 
Statler, Boston. 

a a 


Morley M. Zobler, Home Life Insur- 
ance Co., has accepted the chairmanship 
of the life insurance division of the 
Federation of Jewish Philanthropies of 
New York, it was announced by Gustave 
L. Levy, over-all chairman of the 1954- 
55 campz ign. Federation’s campaign goal 
for 1954-55 is $16,950,000, or $1,950,000 


more than was raised last year. 


+: See 


Edward C. Uehlein, attorney of 
Waban, Mass., was given a testimonial 
dinner recently at the Hotel Brunswick, 
Boston, by friends upon the occasion of 
his resignation from the Liberty Mutual 
Insurance Co. legal post to enter private 


practice. 
oe ae 


Herbert D. Eagle, vice president, head 
of Occidental Life of California’s Group 
sales and service division, addressed the 
Los Angeles Chamber of Commerce In- 
dustrial Health and Safety Institute re- 
cently. The Institute, designed for the 
frank and informed discussion of in- 
dustrial health - safety subjects, heard 
Vice President Eagle discuss health and 
welfare plans. 

* x 


Allerton C. Hickmott, vice president 
of Connecticut General Life, has been 


elected president of State Savings Bank 
of Hartford. 
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Poems of Wallace Stevens 


Another flock of eulogistic articles 
have been appearing in the magazines 
about Wallace Stevens, vice president of 
Hartford Accident and Indemnity and a 
highly regarded figure in surety insur- 
ance. These articles are based on the 
fact that his outstanding poems have 
been gathered together in a new volume, 
called “Collected Poems,” which has 
been published by Alfred A. Knopf. 
The book is timed as a commemoration 
of the poet’s 75th birthday. 

The magazine Saturday Review says: 
“The collected works at long last have 
appeared.” Saturday Review calls Ste- 
vens “one of the best poets now writing 
in the English language.” 


* * * 


Lillie McAndrews 


An anniversary of more than routine 
significance on December 16 will be the 
observance of Lillie McAndrews’ forti- 
eth year with the National Board of 
Fire Underwriters during all of which 
time she has spent in the legal division. 
Her present title is executive assistant 
to the general counsel. He is J. Ray- 
mond Berry. 

Miss McAndrews is a graduate of the 
Washington Irving High School which is 
now and which was then located on 
Irving Place, a locale which four decades 
ago was the center of the top culture 
of New York City. Almost across the 
street from the school is the Irving 
Place Theatre which 40 years ago was 
the scene of the premieres in the United 
States of the dramas of the most famous 
Continental playwrights, such writers as 
Suderman and Hauptmann. A couple of 
blocks to the South of the school is 
Fourteenth Street. There was the Acad- 
emy of Music where grand opera was 
given before the Metropolitan Opera 
House was opened farther uptown near 
Times Square. On Fourteenth Street 
were Steinway Hall and many piano 
stores, and Luchow’s great restaurant, 
still located there. A few blocks to the 
North is Gramercy Square where the 
Players and Fine Arts clubs were and 
are located. 

When Miss McAndrews joined Na- 
tional Board as a stenographer it was 
immediately after graduation from 
Washington Irving High. A bright, ami- 
able, exceedingly intelligent girl she 
made an immediate good impression upon 
the committee on laws. General man- 
ager of National Board was W. E. 
Mallalieu. She went to work for J. 
Henry Doyle who was assistant general 
counsel and later became general coun- 
sel. He lived in Glen Ridge, N. J., where 
for some time he was police commis- 
sioner of that suburban town. The chief 
headquarters of the legal department of 
National Board were then in Hotel La 
Salle, Chicago, where the general coun- 
sel was O. B. Ryon who lived in Strea- 
tor, Ill, and had an extremely wide 
acquaintance with legislators and offi- 











cials of State Insurance Departments. 
His associate in Chicago headquarters 
was C. J. Doyle, a brother of J. Henry. 
Later, the headquarters of the commit- 
tee on laws were moved to National 
Board’s building, 85 John Street, New 
York. 

One of the outstanding qualities dis- 
played by Miss McAndrews which be- 
came evident soon after she went to 
work for National Board was the posses- 
sion of an extraordinary telephone per- 
sonality which over the years has proven 
a great time-saver for the general coun- 
sel. The telephone of the committee 
on laws is one of the busiest and most 
important in the business. Messages 
are constantly being received from the 
state capitals coming from representa- 
tives of the law departments who have 
responsibility for keeping track of all 
pending legislation which has a bearing 
on the insurance business and are visit- 
ing these capitals. As the years went 
by Miss McAndrews became an ency- 

clopedia of what was happening in the 
various legislatures. Company execu- 
tives, too, from all parts of the country 
continuously call up the general coun- 
sel’s office to learn what the situation is 
relative to pending measures and other 
matters. Many of the questions Miss 
McAndrews is able to answer pronto 
and she has demonstrated valuable aid 
to the general counsel and the com- 
mittee on laws by reason of the compe- 
tent way in which she has been able to 
give information over the phone, and 
in other ways being of assistance to the 
committee on laws and its general coun- 
sel. 

The personnel of the National Board’s 
committee on laws has always been an 
outstanding one just as is that of the 
executive committee of the National 
3oard. The memberships of these two 
committees have always been chosen 
with especial care. Many of the chair- 
men of committee on laws have become 
presidents of insurance companies or 
held that position while they were serv- 
ing the committee. The committee has 
25 members. 

Among those who have filled the post 
of the chairman were J. C. Hullett, now 
president, Charles S. Kremer, former 
president, Fred C. White and James 
Wyper, former vice presidents of the 
Hartford; Wilfred Kurth, former presi- 
dent of ‘the Home; John R. Cooney, 
president of Loyalty Group; George C. 
Long, former president of Phoenix of 
Hartford; Cecil F. Shallcross, former 
U. S. manager of North British & Mer- 
cantile; Harry B. Smith, former presi- 
dent of National Fire; C. G. Smith, for- 
mer president of Great American; Ralph 
B. Ives, former president of Aetna In- 
surance Co.; J. Victor Herd, president 
of the National Board of Fire Under- 
writers and one TY vice president, 
America Fore; O. E. Lane, former pres- 
ident, Fire f pore trey and Fred C. 
Buswell, former vice president of Home. 

Present chairman of the committee on 
laws is C. A. Loughlin, vice president, 
director and general counsel of the 
Home. 


Mrs. Shipley to Retire in 1955 

Ruth B. age 32a who for a quarter 
of a century has been director of the 
State Department’s Passport Office, is 
retiring from the Government early in 
1955. For years she has been one of the 
most prominent public women in Wash- 
ington. She first went with the State 
Department 40 years ago and her retire- 
ment will be in April. 

During all this period, including two 
world wars and an influx of communism 
throughout the world, presenting many 
»roblems to the Passport Division, Mrs. 
Shipley conducted her difficult post to 
the entire satisfaction of each Govern- 
ment administration and to members of 
Congress. She is a sister of A. Bruce 
Nielaski, assistant general manager of 
the National Board of Fire Under- 


writers. 
* * x 


The Corporate Wives 


One of the most interesting develop- 
ments in the insurance business from 
the human interest side is the growing 
interest which companies and their rep- 
resentatives take in wives of men who 
are under review for company positions 
or promotions. This is becoming more 
important when “hiring” is under con- 
sideration. That this is not only true 
in the insurance field but elsewhere in 
the corporate world is again demon- 
strated by an article in “Sales Manage- 
ment” on the role of the executives’ 
wives. That magazine gives a profile in 
attempting to describe “ihe ideal cor- 
porate wife.” 

For one thing, “Sales Management” 
feels that the ideal corporate wife 
should have some previous business ex- 
perience, preferably as a_ private secre- 
tary to an executive, so that she has an 
insight into office routine, business 
pressures and tempos. The magazine be- 
lieves that if she has a college degree 
or at least is of “the college type” with 
experience in meeting other women, 
then that helps too. 

Of course, it thinks she should be 
vell adjusted, the product of a happy 
home, and have a background as similar 
as possible to her husband’s so she may 
“srow with him.” 

It says the importance of the happy 
home cannot be exaggerated and that 
she should preserve an atmosphere of 
calmness when her husband is on edge 
and needs relaxation more than any- 
thing else during the off-hours. 

And here is something which is often 
a problem of considerable magnitude in 
the insurance field. The wife, thinks 
“Sales Management” should have no 
qualms about moving with her husband 
when his job requires it and should not 
be adverse to attending conventions. 

here are a lot of other ideal quali- 
fications which the magazine gives al- 
though the millenium cannot always be 
reached. Anyway, she should not be 
bored when he talks business, should be 
able to ask intelligent questions, should 
even keep abreast of marketing and, 
very important, should keep up with her 
husband’s thinking. 


* x * 
Merged Music and Insurance 


Ernest Krenek, a composer, writing to 
Time magazine, from Vienna, comments 
on the late Charles E. Ives, for years the 
partner in the old Mutual Life general 
agency here of Ives & Myrick. (Julian 
S. Myrick is now chairman of the 
American College of Life Underwriters.) 
Krenek had noted in obituaries of Ives 
that special attention had been called to 
his being an insurance broker. To Time 
Krenek wrote: 

Calling Charles Ives, one of Ameri- 
ca’s greatest composers, ‘an insurance 
broker who pioneered polytonal music 
in the United States in his spare time’ 
is tantamount to saying that Herman 
Melville was a customs clerk who dab- 
bled in literature or that Goethe was a 
theatrical manager who once in a while 
wrote a book 

“Charles Ives was able to become 
a great composer precisely because he 
was intelligent enough to become an 
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insurance man at a time when the type 
of music which made him great was 
still less productive of even a slight 
commercial success than it is now. 

Commenting on Krenek’s letter Time 
said: “Composer Ives, an insurance man 
for over 30 years, effectively answered 
composer Krenek, in a letter written to 
a friend: ‘My work in music helped my 
business, and my work in_ business 
helped my music.’” 


* * * 


Paul Revere Church Vane Insured 
by London Lloyd’s 


When the weathervane of Boston’s 
Old North Church is taken on a nation- 
wide tour to raise funds for restoring the 
steeple blown down by a recent hur- 
ricane, it will be carrying $100,000 worth 
of insurance by Lloyd’s of London. 

Charles H. Watkins, treasurer of the 
Paul Revere Lantern League, said that 
the amount of insurance is based on the 
historic value of the 1730 vane which 
fell with the steeple in hurricane “Carol.” 
Mr. Watkins said that Lloyd’s got the 
insurance because there is no American 
market for such coverage. 

The weather vane will be shown from 
coast to coast in the drive for $150,000 
to restore the Old North Church steeple 
made famous by Paul Revere’s lantern 
message of “The British Are Coming.” 


* * * 


Widening List of Truck Cargoes 
Being Stolen Now 

Evidence of the increasing boidness of 
crooks the worid over is cited by the 
Cargo Protection Bureau of New York 
from the recent truck cargo theft of 
$112,000 of gold bullion in England and 
the constantly widening list of cargoes 


stolen in the United States 


Releasing its most recent list of pre 
viously unreported truck cargo thefts, 
the bureau said that the nearly half a 
million aggregate loss included a grow- 
ing number of odd lines that would not 
have been subject to theft until re 
cently. 

“Who, for instance, would have pre 
dicted a few years ago that a whole load 
of tools would be stolen or a load of 
building materials?” the bureau report 
asked. 

The theft list is spreading out in 
terrain covered as well. The current tally 
includes truck cargo thefts in such places 
as Miles City, Mont., Montebello, Calif., 
and Superior, Wis. “The list of pain 
stolen is an inventory of american 
business,” the report says. 
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North America Stayed 
From Using New Rates 


TEMPORARY ORDER OF COURT 
New York Aguullate Division Fixes 
November 10 for Judicial Review, 


Following Complaint of NYFIRO 


On October 21, as stated in this pa- 


per last week, a temporary restraining 


order against the Superintendent of 
Insurance of the state of New York 
and the North America Companies 


granted by Judge Charles D. 


was 
Breitel of the Anpellate Division of the 
Supreme Court of the state to the 
members of the New York Fire Insur- 
ance Rating Organization, who are 


seeking a judicial review of the Super- 
intendent’s decision of September 14. 

the Appellate 
The effect of 


Date for argument in 
Division is November 10. 
will be to postpone lowered 
rates on the dwelling 
classes which the North America Com- 
panies offered on October 20. 


NYFIRO Puts Up $200,000 Bond 


the order 


fire insurance 


In the same stay, Judge Breitel or- 
lered the New York Fire Insurance 
Rating Organization to post a $200,000 


bond against possible damages to the 
North America Companies resultin; 
from the stay obtained by NYFIRO. 


In a statement to its New York agents 





and brokers Vice President Bradford 
Smith, Jr., of the North America says: 

“About two years ago stock insur- 
ance companies who operate on the 
agency system and who control the 
New York Fire Insurance mating Or- 

inizat ion began inc reasing the com- 


ions they pai id their agents and bro- 

Since the agents of these com- 
panies | are not eectunten agents, but on 
the contrary generally represent more 
than one company, it to under 
stand why there is powerful compe titive 
pressure upon companies to increase 
commissions to attract a share 
of business. 

“Because there is no limit to the 
and they are regulated 





is easy 
larger 


size 








of commissions 

by cor itive pressure and capacity to 
pz than the value of services 
r I the tendency is for commis- 
sions to become excessive and unreali 

t particularl n the more sous 





after lines s 

North America felt it must acknowl- 
edge that this condition would work 
gainst the public interest and likewise 


the agents’ interests. Having valid rea- 









son to belie that the levels of com- 
mission it was paying and had paid for 
many years were reasonable and fully 
adequat e, it refused to increase them 
for purely competiti reasons 

“On the contrary it followed well- 
established company policy of moving 


to resolve any redundancy in the rates 
charged in favor of the policyvh yider. 
In other words, the North America 


rates to policyhold- 
unreasonably 
exces- 


believes in reducing 
ers tl 
> 


1g 


ther 
tne 


lan paving 
ymmissions or pocketing 


ra 





Approval of New York Department 


“The North Ameri 
a clear-cut victory 
September New York Ste 
Depa rtment of Insurance upheld thei 
right to partial subscribership in the 
NYFIRO, and their right to file inde- 
pendently forms anc 

“The Depart 
by J ySEpnNn F 


intendent, and 





‘a Companies won 
their position on 






rates. 
ment’s opinion, written 
Murphy. Deputy Super- 
adopted and approved 


, 


On Campaign Committee 


Of United Cerebral Palsy 





FRANK A. CHRISTENSEN 


Frank A. Christensen, president of 
the America Fore Group, has joined the 
campaign committee of the Commerce 
and Industry Division of United Cerebral 
Palsy of New York City, it is announced 
by Stanley S. Hope, president of Stand- 
ard Esso Oil Co. and general chairman 
of the United Cerebral Palsy of New 
York City’s 1954 appeal. The Commerce 
and Industry Division has set a goal of 
$500,000 as its part of the $1,600,000 
which United Cerebral Palsy is seeking 
to raise during 1954 in New York City. 


Bobiberen Superintendent 
of Insurance, stated in part: 
‘As stated herein, my conclusions 
e dictated by the belief that the Con- 
gress of the United States and the New 
,ork Legislature intended that reason- 
able competition should exist in the fire 
insurance business. To my way of 
thinking the action of the North Amer- 
ica Companies is reasonably calculated 
to achieve that and it is contemplated 
and permitted by our Insurance Law.’ 
“However, NYFIRO has now suc- 
ceeded in obtaining a court order tem- 


by Alfred J. 


porarily preventing North America 
from using the rates referred to. They 
allege that North America has no right 


to partial subscribership; that its rates 
ure improper (despite the Superintenc d- 
ent’s approval) and that its use of them 
“ yuuld cause irreparable damage to 
¥ FIRO companies. 
NN YFIRO is seeking a judicial re- 


view of the New York State Depart- 
ment’s decision in favor of the North 
America and the case will be heard 
by the Appellate Division of the Su- 
preme Court on or about November 
10. 

“In opposing the issuance of the re- 


straining order North America _ pro- 
posed that, while the judicial review 
was taking place, the NYFIRO file on 


behalf of North America C ompanies as 
ribers their (said companies’) new 


subsi 
October 20 policy forms and rating 
plan, and lites them available (with 


Insurance Department) 
subscriber of 


consent of the 
any member. or 


NY FIRO using the commission levels 
which constitute part of the North 
pean Re filing. This proposal was 
turned down flatly by the NYFIRO 
indicating that their real interest was 
mtrol of North America’s rates 
rather than allowing equality of com- 


(Continued on Page 19) 


DINNER TO JOHN A. DIEMAND 


Annual Human Relations Award, Na- 
tional Conference of Christians 
and Jews 
A dinner in honor of John A. Die- 
mand, president, Insurance Company of 
North America, was given in Philadel- 
phia on October 21. Occasion was the 
receipt of the annual human relations 
award given Mr. Diemand by National 
Conference of Christians and Jews. 
Fundamental purpose of the National 
Conference is to promote justice, amity, 
understanding and cooperation between 

Protestants, Catholics and Jews. 

Chairman of dinner was Martin W. 
Clement. Presentation of citation and 
award was by Albert M. Greenfield. 
Among those giving addresses was 
Simon E. Sobeloff, solicitor general of 
the United States. 





Sir Edward Ferguson Is 
Honored by AFIA Trustees 


Sir Edward Ferguson, FCII, managing 
director, in England of the Phoenix As- 
surance, was honored last week at a 
luncheon given by the trustees of Amer- 
ican Foreign Insurance Association. 

The luncheon was presided over by 
William A. Hebert, president, Spring- 
field Fire & Marine and president of 
AFIA. Harold V. Smith, chairman of 
the board, Home Insurance Company. 
and a former president of AFIA, and 
Frank A. Christensen, vice vresident 
AFIA, and president, America Fore 
Group, spoke at the luncheon which was 
held at the Wall Street Club. 

Others from Phoenix Assurance, who 
attended were: D. J. R. Evans. assistant 
manager; H. Lloyd Jones, United States 
manager: J. R. Robinson, deputy United 
States manager. 





Supreme Court Denies 
Claim of North America 


The United States Supreme Court has 
finally ended in defeat a year-long legal 
battle waged by the Insurance Company 
of North America to collect on a claim 
against the U. S. Government dating 
all the way back to the turbulent years 
preceding 1800. The historic case had its 
beginnings during the period of tension 
between France and the U. S. 

Back in those days France was seizing 
American merchant vessels, and the 
company paid $747,047.37 to its policy- 
holders as a result of the ship seizures. 
Thereafter the North American entered 
into negotiations with the Government 
of France for repayment. 

In 1948 the Judicial Code was revised 
to give Court of Claims jurisdiction over 
any claim against the U. S. founded on 
the Constitution, and North America 
claimed this was the first actual date on 
which it was able to file suit. Suit was 
filed on October 30, 1953. But the Court 
of Claims still held the suit barred be- 
cause of a provision throwing out claims 
against the U. S. unless filed within six 
years after the claim first accrues. North 
America appealed for review of this in- 
terpretation by the Supreme Court. 
The highest court has now refused. 


Camden Names Yackel, Jr. 
State Agent in New York 


William C. Widerman, vice president 
of the Camden Fire Insurance Associa- 
tion, has appointed Edward O. Yackel, 
Jr., as state agent for the western part 
of New York State. 

Mr. Yackel has been associated with 
the Camden Fire since 1931, having 
served as special agent under his father 
for that period of time. Mr. Yackel, Sr., 
was recently retired under the com- 
pany’s pension plan and his son _ will 
take over his duties. 

Associated with Mr. Yackel will be 
Robert J. Dubuque, special agent, who 
will have his headquarters with State 
Agent Yackel at 120 East Genesee 
Street, Syracuse. 


SPRAGUE LOOKS AT FUTURE 


Vice President of Home Sees Unlimited 
Opportunities for U. S. as Result of 
Rebirth of Private Enterprise 

In a talk before the Alumni Business 
Conference at the University of Texas’ 
College of Business Administration, 
Mortimer E. Sprague, vice president and 
secretary of the Home Insurance Com- 
and the Home Indemnity, cited the 


pany 





Pach Bros., 


fe 
SPRAGUE 


MORTIMER E. 


“unlimited opportunities now being pro- 
vided in the United States as a result of 
the rebirth of private enterprise.” Mr. 
Sprague is a graduate of the University 
of Texas and one of past football greats. 
He was graduated in 1925. 

Stressing the amazing 
ments in the field of electronics and 
solar and atomic energy, and their cor- 
responding effect on businessmen, Mr. 
Sprague said that the new technological 
advances have “opened new horizons far 
beyond the realm of our wildest dreams.” 
He warned, however, that the current 
shortage of engineers in the United 
States is “disquieting” particularly when 
compared to the number of Soviet grad- 
uate engineers which was “more than 
twice our output in 1953. We can still 
be slaves to a forced economy if we 
do not find means to keep our resources 
productive, extend their uses and_ find 
new resources to supplement them,” he 
said. 

Emphasizing that research and eco- 
nomics go hand in hand, Mr. Sprague 
told graduates and undergraduates of 
the School of Business Administration 
that, “we must appreciate that any de- 
velopments in the field of research have 
a direct bearing unon our economic 
progress and our business opportunities. 
Whatever field of business we enter,” 
he said. “we will benefit by progress in 
research the advances produced 
creating a challenge to the ability of 
businessmen to make the most efficient 
use of those opportunities.” 


new develop- 





America Fore Honors 
Vickery on 50 Years 


Fifteen fellow officers of the Western 
department of the America Fore Insur- 
ance Group met at a testimonial dinner 
at the Chicago Union League Club on 
October 15 to honor Secretary Earl B. 
Vickery, who celebrated completion of 
50 years of service with the group this 
month. 

Executive Vice President J. Victor 
Herd and Secretary Frederick P. Wal- 
ther journeyed from the home office in 


New York to attend the dinner. Vice 
President E. A. Henne presided as toast- 
master. He introduced Mr. Herd who 


conveyed Mr. Christensen’s greetings. 
Mr. Herd paid tribute to Mr. Vickery 
and spoke of the high esteem and af- 
fection in which he is held in the Amer- 
ica Fore organization. 
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Fire Association Group 
Makes Field Changes 


THOMSON BALTIMORE MANAGER 


Beck Promoted to Head Office; Parker 
State Agent at Albany; Early and 
Becker Marine Special Agents 


The Fire Association Group of Phila- 
delphia announces several fire and ma- 
rine changes in Maryland, New York 
and New Jersey. Paul C. Thomson, 
state agent in Albany, N. Y., has been 
promoted to _ resident manager in 
charge of the Baltimore office, succeed- 
ing John H. Beck, who moves to the 
head office to assume new responsibili- 
ties. Mr. Thomson will be succeeded at 
Albany by John M. Parker as state 
agent. 

Frank Early, marine underwriter at 
the head office, has been assigned to the 
East Orange, N. J., field as marine spe- 
cial agent under the direction of Resi- 
dent Manager Joseph Junior. 

William J. Becker, Jr., has been ap- 
pointed marine special agent for Mary- 
land, District of Columbia, and eastern 
Virginia, and will operate under the di- 
rection of Resident Manager Thomson 
at Baltimore. 


Sketches of Careers 


Mr. Thomson’s insurance experience 
dates prior to World War II during 
which he became a captain in the United 
States Marine Corps. Joining the com- 
panies’ training program, he graduated 
in 1947 and has been special agent in 
the Philadelphia area and for the past 
several years state agent at Albany. 

Mr. Parker’s experience, too, goes 
back before the war and like Mr. Thom- 
son, joined the companies’ training pro- 
gram upon his return. He was lieuten- 
ant colonel in the Army. Upon gradua- 
tion, he was assigned to northern New 
Jersey where he has been special agent. 

Frank Early joined Fire Association 
in 1950 after having completed lengthy 
service in the Army. He has been a 
marine underwriter at the head office. 


Insurance Accountants 


Hold Meeting in Boston 


There was a good attendance at the 
annual conference of the Insurance Ac- 
countants of America, held at Hotel 
Kenmore, Boston, October 20-22. Among 
topics covered were “Budgetary Con- 
trols and Operating Break Even Points 
in Industry,” by Fred D. Gardner of 
F. D. Gardner and Associates, manage- 
ment consultants; “Application of Elec- 
tronics to the Insurance Industry,” bv 
E. T. Kyllo, manager of statistics of 
the Royal-Liverpool Group; “Expense 
Allocation Methods,” by Arthur Kuenk- 
ler, vice president of the United States 
Fidelity and Guaranty. 

Included in the panel discussions were 
Statistical Department Instruction Man- 
uals, Machine Utlization and Work 
Flow, the leader being E. T. Weller, Jr., 
Maryland Casualtv; “The Multiple 
Perils Policy.” H. T. Perlet, manager of 
Interbureau gore on Advisory Group; 
“Mechanical Calculation of Reinsur- 
ance,” Hans T. Ahlstrom, pared In- 
surance Co., and James Kay, Caledonian. 


A. E. GILBERT IN EUROPE 

A. E. Gilbert, executive vice president 
of American International Underwriters 
Corp., has left New York for a month's 
business trip in Europe. He will visit 
AIU’s offices and_ representatives in 
Germany, Belgium, France, Switzerland, 
Italy and England. 


SON TO T. F. CORROONS 
A son, Mark, their third child was 
born October 20 at Mercy Hospital, 
Rockville Centre, Long Island, to Mr. 
and Mrs. Thomas F. Corroon of Garden 
City, Long Island. Mrs. Corroon is the 
former Jean Seaman, daughter of Mr. 
and Mrs. Charles P. Seaman of Garden 
City, Long Island. Mr. Corroon is the 
son of James F. Corroon, chairman of 
the board of R. A. Corroon & Co. Inc. 


G. L. Hodson & Son Open 


New Reinsurance Offices 





HODSON 


GEORGE L. 


George Hodson, senior member of 
the firm of G. L. Hodson & Son, promi- 
nent multiple line reinsurance interme- 
diaries, announces establishment of in- 
dependent offices at 99 John Street, New 
York. This terminates a business asso- 
ciation which has existed for over 30 
years between George L. Hodson and 
Ream, Wrightson & Co., Inc. 

Mr. Hodson conducted a reinsurance 
business as an individual from 1924 to 
1952. His son, Robert G. Hodson in 
1949 upon his graduation from George- 
town Law School, entered the reinsur- 
ance field and in july, 1952, the present 
partnership of G. L. Hodson & Son was 
formed. The business has developed to 
such an extent that it became desirable 
for the firm to sever the long association 
and establish their own offices. 


North America Stay 
(Continued from Page 18) 


petitive opportunity. 

“The North America Companies are 
firmly of the belief that our insurance 
laws never were intended to prevent 
the forces of reasonable competition 
from operating in the public interest to 
the end that the public may enjoy the 
fruits of ‘free enterprise. They are con- 
fident that the restraining order will be 
lifted by a decision upholding the Su- 
perintendent’s decision of September 14.” 


Views of NYFIRO Manager 


The New York Fire Insurance Rat- 
ing Organization, last Friday, informed 
its more than 250 members and _ sub- 
scribers that the Appellate Division of 
the Supreme Court had granted its pe- 
tition for judicial review of the Insur- 
ance Department decision of Septem- 
ber 14 that permitted two North Amer- 
ica companies to use only a chosen 
portion of NYFIRO’s comprehensive 
statewide rating services. 

NYFIRO also told its membership 
that Justice Charles D. Breitel’s order, 
pending final decision. staved the North 
America and Philadelphia Fire and 
Marine from using their own different 
dwelling house rates. They are permit- 
ted in the interim to use NYFIRO’s 
Insurance Department approved rates. 

Sumner Stanley, general manager of 
NYFIRO, states its opinion that the 
essence of rate making is at issue and 
the effects of this case will be coun- 
trywide. He pointed out also that the 
principles of concert of action in rate 
making as practiced in this state and 
the nation for many vears have clashed 
with the concept of alleged ind lependent 
or competitive action and “it is most 
essential and needful for the integrity 
of the insurance business and _ the 


Barnes Sees Federal 
Action on Coercion 


WOULD PROSECUTE LENDERS 


Speaks Before Mutual Agents; Stock 
Agents Feel U. S. Lacks Juris- 
diction in Most Cases 


Assistant U. S. Attorney General 
Stanley N. Barnes this week stated that 
mortgage lenders who insist mortgagees 
place insurance on their property with 
insurers named by the lenders will be 
prosecuted by the Justice Department 
for violation of anti-trust laws. Speaking 
before the annual convention at the 
Statler Hotel in New York of the Na- 
tional Association of Mutual Insurance 
Agents Judge Barnes said such tie-in 
sales are illegal. There were about 700 
mutual agents present at the convention, 
which ended Wednesday. 

The Investors Diversified Services, 
Inc., case, terminated by consent judg- 
ment against the company last June 30, 
is one of the most important cases bear- 
ing on this problem, Judge Barnes said. 

The complaint against IDS, which is 
primarily in the residential mortgage 
business, was that its agreements with 
residential borrowers “illegally required 
the borrower to agree that all hazard 
insurance maintained on the property 
secured by the mortgage would be writ- 
ten, placed and sold by IDS,” Judge 
Barnes noted. 


Barnes on Plan of Action 


“What does the anti-trust division 
propose to do about the complaints it 
has received ?” Judge Barnes asked. Two 
things, he replied: 

“First, we have set up procedures 
enabling us to consult other interested 
Government bodies to determine whether 
any administrative measures can and 
should be taken to remedy the situation 
reflected by these complaints. I do not 
care to discuss that phase of remedy 
here today,” he said. 

“Second, we plan to prosecute lenders 
who fail to heed the warning implicit in 
the IDS judgment. Those who, in the 
face of it, persist in unreasonably de- 
barring their borrowers from access to 
the competitive insurance market will be 
presumed to have undertaken the risks 
involved with open eyes,” he warned. 

Doubt General Jurisdiction 


Stock company insurance agents are 
studying Judge Barnes’ views with in- 
terest. They feel that the Federal Gov- 
ernment lacks jurisdiction in coercion 
cases which are purely of an intrastate 
nature, where both lender and borrower 
are located within the borders of a 
single state. In the IDS case there were 
interstate factors as the lending institu- 
tion operated in many states, thus giv- 
ing the Federal Government jurisdiction. 

Many agents hold that the _ best 
method to solve the coercion problem 
is to pass laws at state levels. Such 
laws are now on the books in New 
York, California and several other states. 
The vast majority of coercion complaints 
received in the past have involved purely 
intrastate cases. The agents also believe 
that as long as state regulation of insur- 
ance is supported by the industry, it is 
not advisable for insurance to run to 
the Federal Government for aid on some 
problems and just as vigorously reject 
proffered assistance in other matters. 





security of the public interest that these 
concepts be defined by the courts.” 

The NYFIRO pointed out that the 
Superintendent recently approved lower 
rates of its members and subscribers 
as reasonable, adequate and not un- 
fairly discriminatory. It expressed fear 
on behalf of its members that rate- 
cutting would release destructive forces 
that could result “in the greatest rate 
war in the history of insurance. That 
could result also in the return of un- 
wholesome conditions which the Legis- 
lature found prevailing and obviated 
when the present rating law and _ rat- 
ing machinery now under attack was 
instituted in 1912.” 


Irving Plitt Chairman 
N. Y. Federation Luncheon 





Matar 


W. IRVING PLITT 


W. Irving Plitt, a vice president of 
the Atlantic Mutual, has been named 
chairman of the luncheon committee for 
the annual industry luncheon of the In- 
surance Federation of New York which 
will be held at the Hotel Commodore on 
Thursday, December 9. David S. Mce- 
Falls, president of the New York agency 
of R. B. McFalls & Son, Inc., is vice 
chairman. Announcement of these ap- 
pointments was made at a _ Federa- 
tion executive committee meeting held 
Wednesday at the Drug & Chemical 
Club. 

Mr. Plitt is one of the leading marine 
underwriting executives in New York 
City. A native of Long Island and a 
graduate of the New York University 
Law School, he has spent his entire 
business life with the Atlantic Mutual. 
Starting in 1917 in the home office he 
engaged in reinsurance and cargo under- 
writing, becoming manager of the ocean 
cargo underwriting. He was. branch 
manager at Boston for eight years and 
returned to the New York home office 
in 1946, being elected vice president of 
the company in January of that year 

W. R. Ehrmanntraut, American Surety, is 
chairman, executive committee. The luncheon 
committee follows: 

Mr. Plitt, chairman; Mr. McFalls, vice chair 
man; Stephen Bedell, Jr., Maryland Casualty; 
T. Edward Beh, Commercial Union Group; 
Ashby E. Bladen, Aetna Ins. Group; Clarence 
A. Borst, U. S. Casualty; Edward M. Brown, 
National Surety Corp.; Norman R Clark, 
Travelers; Charles A. Collin, Phoenix Insurance 
Co.; Rexford Crewe, Hartford Acc.; Robert E. 
Curry, John F. Curry Agency; A. rade De'sseroth, 
The Bruns Co., Inc., Syracuse; C. L. Despard, 
Despard & Co.; Thomas R. Dew, Chubb & Son; 
Raymond P. Dorland, Davis Dorland & Co.; 
James P. Fordyce, Manhattan Life; G 
Gross, Powers, Kaplan & Berger; James M. 











Henderson, Fide lity & Deposit; H. K. Heussler, 
Everette H 


Heussler Ins. Service, Buffalo; 
Hunt, Ins. Federation of BH. Y. 
Jeffery, U. S. Fidelity & Guar.; 
Carpinter & Baker. 

William H. Lucas, Ernest Townsend & Son, 
LeRoy; Rankin Martin, Standard <Acc.; James 
A McLain, Guardian Life; John | 
Brown Crosby & Co.; S 
McDaniel & Co.; Albert E. Mevey, ervey 
Agency, Inc.; Jerome S. Miller, Harry Miller 
& Son Robert Nicholls, America Fore 
Group; ” Courtlandt Otis, Johnson & Higgins; 
Rodney E,. Piersol, Alexande & Alexander; 
R. Poggenburg, Valentine Ittner & Poggen- 
burg, Brooklyn; Arthur A. Quararta, Mars! 
McLennan, Inc.; N. T. Robertson, Zurich Amer 
Co.; Frederick D. Russell, Security Mutual 
Life; Binghamton; G. Foster Sanford, Smyth, 
Sanford & Gerard; Robert T. Schaller, Cont 
nental Casualty. 

S . Skirrow, Great American Group; Ar 
thur Snyder, Bes t Bldg. Co., Inc.; Lawrer 
Sobel, Henry Sobel & Co.; Cl ; 
Aetna Life Group; T. M. } 
North America; Carl Typermas ass, Home Insur 


















ance Co.; Eldon R. Wallingford, Life Ins. Assn 
of Amer.; William A. Waters, Hall & Henshaw; 
Tohn C. Weghorn, John C. Weghorn v3 







David C. White, Caledonian; Rus 
Thorburn, Peck & Co.; H. F. W 
Reinsurance Group; Carl A. Yor 
Young Agency, Inc., Syracuse, 
Edgett, secretary. 
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EXCEPT WHEN IT COMES TO INSURANCE 





Rich man, poor man, Indian Chief—everybody’s playing the 
“do-it-yourself” game these days. 

But not even the most talented amateur can do it himself when 

it comes to insurance. 

Because insurance is a field for “professionals only.” That’s always 

been the heart of THE Home’s philosophy. And our new ad restates it in 
practical, down-to-earth terms—in language which has a special 

meaning for 20,000,000 families who make up the booming 
“do-it-yourself” market. 

The new Home booklet can be a real help to these hobby-happy homeowners. 
It’s a unique goodwill gatherer, too. And a wonderful opportunity to give 
sound, professional advice on insurance matters in a friendly atmosphere. 


* THE HOME* 
Get this striking 18” x 24” ; 
sean tgs fron your (Guruunce Company 


Home fieldman. Display it 


ss ; aapriwocrsigd in argh dal Home Office: 59 Maiden Lane, New York 8, N. Y. 
he shrowtiadl me o identify yourself as “The 
HOW TO DO IT... SAFELY 204 Home Agent”—the man to see FIRE ° AUTOMOBILE ° MARINE 
’ for a copy of the valuable The Home Indemnity Company, an affiliate, writes 
new Home booklet. Casualty Insurance, Fidelity and Surety Bonds 





“Tips to the Handyman-Hobbyist on 

HOW TO DO IT SAFELY” 

a handy-size 48-page illustrated booklet, 

covers such important topics as: 

Getting the most out of power tools 

Getting the most out of hand tools 

About the blowtorch 

Operation woodworking 

Operation metalworking pra 
Using and abusing electricity 

16 more do-it-safely subjects for the homeowner . 5] 


Get your supply from your HOME fieldman. 
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Meet your HOMEtown Insurance Agent 


he 





tle showed me 
HOW TO DO IT... SAFELY / 


Do you have a hobby—or are you “handy around the house”? 
Then you'll find an extra advantage in talking to your Home 





We 
Insurance man. His interests are probably very much like pitied x¥ 
your own and he may be able to give you some good 
suggestions. He certainly will be able to give you sound advice 
on practical safety measures. He has built a career on the 
services of protection and his expert opinion, backed by more 


than a century of Home experience, is well worth having. 
For your sake, see him soon! 


i] 
i] 
1 
1 
# ist on 
-Hobby's 1 
: “Tips to the Handyman H y wel 
LY.’’ There’s a right | 
| HOWTO DOIT SAFE ere's a ie 
' and a wrong way to do almost ev poco sme 
shows the right way, ; 
\ new 48-page booklet sho’ ari 
: way to work on your home or hobby ye A 
1 your local Home agent or broker, or : 
see : 
1 Home Insurance Company, Dept. xX. ' 
‘ 


iain 
yx Your HOMEtown Agent can serve you well—see him now! 


* THE HOME* 


CIM CCMEE Wf LOMY 
Home Office: 59 Maiden Lane, New York 8, N. Y. 


FIRE +» AUTOMOBILE + MARINE yoo TS 
The Home Indemnity Company, an affiliate, writes f > 


Casualty insurance, Fidelity and Surety Bonds on Ns 
tw yo 












The Home, through its agents and brokers, is America’s leading insurance protector of American homes and the homes of American industry. 








This ad will appear in full color, full page size in the following publications: 


BETTER HOMES and GARDENS e TIME e SUCCESSFUL FARMING ¢ US. 
<< SATURDAY EVENING POST 


NEWS & WORLD REPORT 
TOWN JOURNAL 


NATION'S BUSINESS ¢ BUSINESS WEEK 
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Backs One Rating Law 
For Fire and Casualty 


B. R. STONE PRESENTS VIEWS 





Omaha Attorney Feels Insurance Should 
Not Be Handicapped With Artificial 


Barriers in Devising New Covers 





With multiple line underwriting pow- 
ers now permitting insurance com- 
panies to write both fire and casualty 
lines, there is no reason why the cover- 
cannot be contained in one docu- 

sold in one package and rated 
under one rating law covering both fire 
and casualty insurance, according to 
3ernard R. Stone, member of the 
Omaha, Neb., law firm of Matthews, 
Kelley, Fitzgerald & Delehant. 

Spe king this week before the annual 
meeting of the National Association of 
Independent Insurers at St. Louis Mr. 
Stone continued: 

“It would seem that the time has 
arrived when we should make a reap- 
praisal of our rating laws and deterimne 


ages 
ment, 


if it would not be advisable to have 
one rating law cover both casualty and 
fire lines. Then the Insurance Depart- 


ments would not have to concern them- 
selves with what slot to put new cover- 
ages being developed. The insurance 
industry should not be handicapped with 
artificial barriers in its development of 
coverages the public desires and wants. 
Case for Standardization 

“At the same time there is much to 
be said for standardization. The promul- 
gation and use of standard policy forms 
inculcated in the 


has over the years 

minds of the public reliance upon the 
coverages being offered. When one has 
simply to say he wants fire and ex- 


tended coverage on his house and knows 
instinctively what coverage he is buying 
because of the standardization of such 
coverage, that is in the public interest, ‘4 
said Mr. Stone. “The same is true with 
respect to the standard automobile pol- 
icy and other standard forms. 

“Such a feeling of confidence on the 
part of the public is something we 
should not ant aside too quickly in a 
mad competitive scramble. On the other 
hand, neither should the insurance in- 
dustry be so handicapped by tradition 
that it does not meet the needs of the 
day 

“Let it not be said 
industry that it is so 
red tape and so tradition bound that it 
cannot keep pace with an ever progres- 
sive people and provide for their needs 
and desires by the development of new 
and different types of coverage. 


of the insurance 
wrapped up in 


et’s take another look at our rating 
laws and their administration and see 
if they lend themselves to the present 


and provide the flexibility needed if we 
are to keep in step with the progress 
of our times.” 

New Look at Rating Laws 
presentation of the subject of 
rate regulation versus rate making Mr. 
Stone stated that “the rating laws which 
enacted in the various states as a 
system of state regulation 

adoption by Congress of 
have now been in effect 
years and the industry 
is still involved in litigation and doubt 
their meaning. The pulling and 
tusseling that is going on between the 
so-called bureau companies and those 
classed as independents would seem to 


In his 


were 
part of the 
following the 
Public Law 15 
for about eight 

1 


over 


call for another look at these laws. 

“On the one hand the independent 
companies contend that some Depart- 
ments are using the laws to make rates 
by strict interpretations and by undue 
requirements for statistics while on the 


bureau companies, 
field, contend 
those who may 


other hand the 
ticularly in the fire 
the independents and 
be partial subscribers at a bureau have 
no right to copy and use the bureau’s 
surveys, rate books, tariffs, town 
sifications, and other material in making 
their 


par- 
that 


clas- 


filings 
Complaints of Independents 


“What are some of the complaints and 
independents 


contentions of the rela- 


Price And Service Component Factors 
In Buyers’ Preference Says Miller 


Elmer Miller, insurance editor of the 
New York Journal of Commerce, be- 
lieves that a practical program of re- 
search on public opinion on insurance 
followed by advertising of 
agency should be helpful in 
meeting the competition of direct writ- 
ers. He was the chief speaker at the 
luncheon meeting of the New York City 
Insurance Agents Association on Octo- 
ber 20 at the Downtown Athletic Club. 

President Albert E. Mezey presided 
and John C. Weghorn, chairman of the 
executive committee, strongly supported 
the plea that agents here become active 
in supporting their brokers in efforts to 


preferences, 
services, 





administration of the rating 
laws ?” Mr. Stone asked. 

“From the information I have gath- 
ered, it is felt by some that certain 
states are attempting to make, rather 
than regulate, rates. They state this is 
true where an independent and non- 
board company attempts to deviate rate- 
wise or broaden its policy coverage, or 
change rate classification plans. They 
contend that some state Insurance De- 
partments will not permit these changes 
or deviations without elaborate data 
which in some instances cannot be ob- 
tained. This is particularly true where 
the coverage is new and there is little 
or no experience available, or where the 
company does not have sufficient data 
of its own in the various territories and 
classifications to be credible. The tend- 
ency is to force the company to join a 
bureau, or to adopt the bureau rate. 
They contend this is left-hand rate mak- 
ing— and in its practical effect, it is. * * * 

“Some Departments appe irently are, in 
their administration of the rating laws, 
actually discouraging competition. Per- 
haps they are not intentionally doing so 
but their reluctance to approve new 
forms of coverage which involve some 
departure from the general pattern re- 
sults in this. They will frequently object 
to the approval of a new form on the 
ground that it will lead to multiplicity 
of forms with consequent chaos and 
confusion. 

“It is felt by many that a reappraisal 
of the rating laws is in order. This is 
now being urged by some of the bureau 
companies as a result of the recent 
decision of the New York Insurance 
Department in the matter of the inde- 
pendent fire filing by the Insurance Co. 
of North America.” 


tive to 


offset appeals of direct-writing competi- 
tors. 

As Mr. Miller views the problem of 
competition facing local agents today he 
sees two approaches to solutions, stat- 
ing: 
“1. Initiate further cost studies aimed 
at trimming off every penny of excess 
expense from agency and company op- 
erations. This may give you a jolt be- 
cause it would eftail reappraising tra- 
ditional methods of doing business. It 
would involve consideration of such 
things as continuous policies, more eco- 
nomical methods of billing and a search- 
ing analysis of the commission structure. 


Intensive Job of Research 


“2. Do an intensive job of research 
on the needs and desires of the per- 
sonal insurance market, with the idea of 
discovering better and more economical 
methods of merchandising personal in- 
surance. The aims of such research 
should be kept clearly in mind—to 
lighten the load of office detail so that 
you will have more time to sell insur- 
ance.” 

Referring to the recent Kemper sur- 

Mr. Miller said: 

“So we come to these conclusions: 

“1. People want to save money cn 
their automobile insurance: 60% of 
policyholders in agency stock companies 
are vulnerable to price. Of policyholders 
in non-agency companies, 69% bought 
because of price. 

“2. But, they want agency service, 
too: 79% of agency policyholders and 
54% of non-agency policyholders prefer 
to deal with someone they know, in pre- 
senting claims; 48% of mnon-agencv 
policyholders would pay from $2 to $10 
more per year to get agency service. 

“I think this illustrates beyond con- 
tradiction that price and service are 
component factors in policyholder pref- 
erences.” 


Advocates Poll by Agents 


A union of research and advertising 
can do a lot to meet direct writer com- 
petition in the automobile field and, 
eventually, in other fields of personal 
insurance, Mr. Miller said. “For it 
won't be long before the entire insur- 
ance industry will be writing a multiple 
line dwelling policy, including automo- 
bile and comprehensive liability cover- 
age, if they are to compete successfully 
with the independents and mutuals,” he 
continued ‘ 
“What I would like to see is a poll 
conducted on a broader base by agents 
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of the National Association of Insurance 
Agents and their companies, specifically 
designed to turn up information that 
will help you reverse your present un- 
comfortable competitive position. 

“If the companies don’t want to go 
along, why not a poll by the agents 
themselves ? You would have to deter- 
mine whether it would be better to have 
the National Association conduct it on 
a nationwide basis or break it down by 
state or local associations. The point 
is that if you seriously want to find out 
about yourselves and your product, the 
facilities are there for you. Poll-taking 
techniques are well established in indus- 
try and politics and expert advice is 
available on how to use them to best ad- 
vantage. 

“Sure it will cost money. 
worth looking into?” 


But isn’t it 


Owen B. Hunt President of 
Independent Adjusters 


A new organization of independent 
claim adjusters, the Pennsylvania Asso- 
ciation of Independent Insurance Adjust- 
ers, held its first meeting in the Penn- 
Harris Hotel, Harrisburg Pa., October 
15. Officers elected at the meeting in- 
clude Owen B. Hunt, Philadelphia, presi- 


dent; Lee Smith, Pittsburgh, first vice 
president; Joseph McCool, Bethlehem, 
second vice president; J. W. McKnight, 


Erie, secretary, and Edward J. Brown, 
Harrisburg treasurer. 

The meeting followed a series of in- 
formal discussions among the adjusters 
in various parts of the siate at which 
it was agreed that the problems of the 
independent adjuster are mounting from 
year to year and can only be met and 
solved by organized effort. In order to 
make the preliminary arrangements for 
permanent organization, a committee, 
headed by Mr. Hunt, was appointed last 
May by Everett Lamond, chairman of 
the Philadelphia group. 
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Goldberger Advocates 
Agents’ Ad Programs 


TO FIGHT DIRECT WRITERS 








Prominent Broker Says Agency System 
Should Develop Program for Use 
by Producers Locally 


The American Agency System needs, 
in its business war with direct writers, 
a better utilization of advertising and 
promotion on an institutional basis and 
at the producer level, says Alex Gold- 
berger, veteran Brooklyn insurance bro- 
ker. 

Addressing the Downstate regional 
meeting of the New York State Associa- 
tion of Insurance Agents on October 19, 
at the Garden City Hotel, Garden City, 
Long Island. Mr. Goldberger declared 
that “each local group in every small 


community, each local agents’ unit, the 


state associations and the National As- 
sociation should join in a program that 
will educate the public to the vital con- 
tribution that the producer, the local 
agent and the broker is rendering to 
the community.” 


Must Be Producers’ Program 


Mr. Goldberger cautioned, however, 
that any program of advertising and 
public relations must be tailored to the 
special needs of the American Agency 
System. He said that the agents and 
brokers had no right to complain when 
insurance companies advertise them- 
selves and then incorporate as a passing 
thought, “see your local agent or broker.” 

“After all,” Mr. Goldberger said, “it’s 
their money and they have a perfect 
right to think out their own program, 
even if they’re making a mistake in their 
methods.” The producers need their 
own advertising program aimed at sup- 
porting their own production efforts, he 
said. 

Advertising programs up to now, Mr. 
Goldberger said, have evidently not hit 
their targets. “I strongly believe,” Mr. 
Goldberger observed, “that those compa- 
nies which subscribe to the American 
Agency System of insurance distribution 
would do well to revise their own adver- 
tising objectives so as to derive maxi- 
mum benefit from them. 

“By that I mean that when they are 
advertising in our trade papers they 
should direct their sales efforts to sell- 
ing themselves to the producer. When 
they don’t, I think they are just not 
being smart.” 


Home 100 Years With 
Root and Boyd Agency 


The Home Insurance Co. celebrated 
100 years of uninterrupted agency rep- 
resentation with Root and Boyd, Inc., 
local agents in Waterbury, Conn., on 
October 20, at a dinner given to all Root 
and Boyd firm members and employes. 
Walter H. Deacon, president of the 
agency, accepted a plaque commemorat- 
ing the occasion from Henry J. Stee- 
neck, manager of the Home Insurance 
Co.’s New Haven office. 

Officers of the company attending the 
dinner were Vice Presidents John Glen- 
dening, Frederick B. McBride, and Her- 
bert A. Payne from New York, as well 
as staff members from New Haven. 


NAIA Annual Convention 
Dates for Next Five Years 


The National Association of Insurance 
Agents has announced its annual con- 
vention schedule for the next five years. 
The meeting places and dates are as 
follows: 

1955, Los Angeles, October 3-6 at the 
Statler and Biltmore Hotels; 1956, New 
York City, September 17-20; in 1957, 
Chicago, September 9-12; in 1958, New 
Orleans, October 5-9, and in 1959, Chi- 


cago. 


NEW YORK WOMEN MEET NOV. 1. 


Organization Will Celebrate 20th Anni- 
versary With Dinner at One Fifth 
Ave.; Frances Delph Is President 
The Insurance Women of New York 
will celebrate its twentieth anniversary 
with a dinner in the Marie Antoinette 
Room of One Fifth Avenue, New York, 
Monday evening, November 1, at seven 
o'clock. The regular monthly business 
meeting will be held at the same place 
at 5:30 that evening. Ada MacGregor of 
Johnson & Higgins is chairman of the 

club’s program committee. 


The Insurance Women of New York 
was organized 20 years ago by Maude 
E. Inch, Evelyn Decker and Helen M. 
Garvin. Miss Garvin was the first presi- 
dent, serving from 1934 to 1937, and was 
followed by Julia D. Russell, 1938 - 39; 
Helen F. Williams, 1940-42: Florence 
McCaskie, 1942-44; Viola C. Whaley, 
1944-46; Agnes Lougheed, 1946-47; 
Leone E. Martin, 1947 -49; Ada P. Mac- 
Gregor, 1949-51; Mary R. Regan, 1951- 
53 and Frances Delph, who is now serv- 
ing her second term. 

The purpose of the club is to broaden 
the contacts of its membership and to 


promote good fellowship. This purpose 
has been fulfilled over the years through 
interesting meetings, conventions, par- 
ties, and the members’ efforts to help 
others less fortunate than themselves. 
In June, 1947, the Insurance Women 
of New York served as hostess club 
to the National Association of Insur- 
ance Women. It was a three-day con- 
vention and was attended by over 600 
NAIW members from all parts of the 
country. In March, 1955, the Insurance 
Women of New York will welcome those 
attending the annual conference of Re- 


gion I of NAIW. 





a 
POssibj, k 
Ss 


America Fore agents 


can arrange to budget 


ES 


convenient 


monthly, quarterly, 


semi-annual or annual 





installments 






































































Page 24 














October 29, 1954 











New York Women’s 
Federation Meets 


SYRACUSE CLUB IS HOSTESS 





President Dickinson Announces Educa- 
tional Program Being Set Up With 
Aid of N. Y. Rating Organization 


By MarcareTt KANE 

The three-day mid-year meeting of 
the Federation of New York Insurance 
Women’s Clubs was held in Hotel Syra- 
cuse, Syracuse, October 15. 16 and 17. 
Hostess Club was the Syracuse Insur- 
ance Women’s Association. Irene Dick- 
inson, Syracuse, president of the Fed- 
eration, was general chairman. She was 
assisted by Marie Sullivan, correspond- 
ing secretary. 

The prelimin iry sessions were held 
the evening of October 15, wtih Presi- 
dent Dickinson in the chair for all busi- 
ness meetings. Those taking part were 
the Federation officers and committee 
chairmen as well as the presidents of 


the clubs comprising the Federation. 
Each president gave a talk on the ac- 
tivities of her club and outlined the 


problems in the particular locale of her 
club. 
Miss 


year’s 


upon this 
“Inspire Confidence 
Through Knowledge,’ when she an- 
nounced the extensive educational pro- 
gram which : being arranged for mem- 
bers of the Federation. This program 
will be set up by Henry L. Betts, dis- 
trict secretary of the Syracuse office of 
the New York Fire Insurance Rating 
Organization. Managers of rating offices 
in Buffalo, Albany, Rochester and New 
York City will also lend their assistance. 
Delegates Offer Reports 

Regular business sessions were started 
on Saturday morning when each dele- 
gate presented her report for the pre- 
vious six months. 

There were no guest speakers at 
either the luncheon or dinner. Pauline 
Hanlon, president of the Syracuse Club 
presided a the luncheon. The Syracuse 
women entertained the luncheon guests 
with an original and amusing skit, “Jet 
Age Insurance.” Also heard at this time 
was the beautiful voice of Mrs. Gertrude 
Finch, a Syracuse member, who has 
been totally blind since her sixteenth 
year. Majoring in English, she has pro- 
cured an A.B. degree from Syracuse 
University and has been employed for 
the past ten years as an expert trans- 
cribing operator of ediphone and audi- 
graph, in the office of a casualty com- 
pany located in Syracuse. 

A feature of the dinner, Saturday eve- 
ning, at which President Dickinson pre- 
sided, was the vocal solos of Marilyn 
Dietz of the Syracuse Club and the 
group singing of the Federation theme 
song which was granted a copyright 
some years ago. Miss Dickinson, as ex- 
pert in music as she is in insurance, 
was at the piano during the musical pro- 
grams. Closing the evening festivities 
was a surprise sketch. It was supposed 
to be a Chinese wedding, but instead of 
Chinese all the language used was that 
of various insurance terms required in 
policy forms, cancellation operations and 


Dickinson enlarged 


theme, 


such other insurance activities, which 
are the daily duty of those who attend 
these meetings. It was cleverly written 


and all the “Chinese” who took part de- 
serve an orchid for their acting ability. 
Federation Officers and Chairmen 
The following 
Federation official family: 
inson, Syracuse, president; 
Lozier, Poughkeepsie, vice 
Louise Meiss, Schenectady, recording 
secretary; Marie Sullivan, Syracuse, 
corresponding secretary; Alice Barber, 
Binghamton, treasurer. Board members 


the current 
Irene Dick- 
Charlotte 
president; 


comprise 


are Maureen Butler, Glens Falls; Lor- 
raine Bristow, Buffalo; Rose Sasso, 
Staten Island and Ruth Schuck, Au- 
burn. 


Those serving as committee chairmen 
are: ways and means, Helen Ausman, 
Saratoga Springs; membership, M. 
Kathryn Conklin, Auburn; education, 
Bernadetta Utica; program, 


Baechle, 





VSON 


IRENE DICKIN 


Wood, Rochester; organization, 
Poughkeepsie ; rules 


Hannah Jaffe, 


Janet 

Catherine O’ Brien, 
of order and constitution; 
Albany; project and plz anning, Annette 
Cirbus, ” Staten Island; legislation and 
public relations, Edith Mason, Albany; 
publication of “N. Y. S. Insurance 
Woman,” Gladys Putnam, Gloversville; 
historian, Margaret E. Kane, Holmdel, 
NN. 42 parliamentariz an, Luella Goodridge, 
New York City; review president’s re- 
port, Marguerite Carmody, Newburgh; 
and publicity, Elizabeth Tierney, Ams- 
terdam. 

The Insurance Women of Orange 
County will be the hostess club for the 
next regular annual meeting of the Fed- 
eration which will be held in Newburgh 
in April, 1955 


Mutuals Form New Inland 


Marine Insurer at Boston 


Seven local agency mutual fire insur- 
ance companies are entering the inland 
marine insurance field in the newly or- 

ganized Mutual Inland Marine Under- 
writers of New England. 

The new organization, with headquar- 
ters at 39 Broad Street, Boston, will 
handle inland marine business written 
by the following companies: 

Attleboro Mutual Fire, Dorchester 
Mutual Fire, Fitchburg Mutual Fire, 
Lowell Mutual Fire, Manufacturers & 
Merchants Mutual (Concord, N. H.), 
Merchants & Farmers Mutual Fire 
(Worcester, Mass.), and Salem Mutual 
Fire. 

James D. Youd is manager of the new 
company. He has been with the marine 
department of the Automobile Insurance 
Co. for the past eight years, most re- 
cently as senior marine underwriter at 
3oston. He became a Chartered Prop- 
erty Casualty Underwriter last year. 





HAWLEY T. CHESTER DIES 


Prominent New York Marine Under- 
writer Partner in Chubb & Son; 
Previously With North America Cos. 
Hawley Thomas Chester, long promi- 

nent as an ocean marine underwriter in 

the New York market during his years 
of association with Chubb & Son and 
previously with the Insurance Co. of 


North America’s New York marine of- 
fice at Beaver and South William 
Streets, died Sunday at St. Luke’s Hos- 


pital in New York after an illness of 
several months. He was 65 years of age. 
He had been a partner in Chubb & Son 
since 1925. 

Mr. Chester was a senior vice presi- 
dent and director of the Federal Insur- 
ance Co. of New Jersey and the Vigilant 
Insurance Co. of New York. He was 
also on the board of the Lessee Corp. 
and the Underwriters Salvage Co. of 
New York. He was ch uirman of the 
Association of Average Adjusters of the 
United States from 1944 to 1945. 

Mr. Chester, a former president of 
the Inland Marine Writers Association 
and the Board of Underwriters of New 
York, joined Chubb & Son as a partner 
in 1925. 

3orn in Cleveland, 
Chestnut Hill Academy in Philadelphia 
and the University of Pennsylvania. His 
clubs included the Union, India House, 
Downtown Association, Anglers and 
Leash, all of New York. He was a past 
president of the Wee Burn Golf Club 
and a member of the Tokeneke Club, 
both of Darien. 

Surviving are his widow, 
Lowenherz Chester, and a son, 


he studied at the 


Mrs. Lillian 
Hawley, 


Jr. Another son, Peter, a Navy aviator 
in World War II, was killed in action 
in the Pacific area. 


Marine Profits in Canada 


Marine insurance in Canada was more 


profitable in 1953 than in 1952 since 
claims were smaller and premiums 
higher, according to the Department of 


Insurance of Canada. 

Total underwriting profit on marine 
insurance in Canada last year was $1,- 
196,680, an increase of 3.8% over previous 
year’s $1,130,828. Premiums written in- 
creased by 2.5% to $9,429,278 from $9,- 
201,477, while claims incurred declined 
3.8% from $5,627,211 to $5,413,073. Ex- 
penses incurred last year by marine un- 
derwriters, however, rose by 11.4% to 
$2,684,292 from $2,409,742 in 1952. 

An underwriting loss of $94,444 was 
recorded by Canadian marine insurance 
companies on policies written outside 
Canada. This was 298% higher than 
the 1952 loss of $72,571 on the same 
class of Syauncss. 

N.C. BARS ‘HOMEOWNERS’ 

Insurance Commissioner Charles F. 
Gold of North Carolina has ruled that 
the homeowners’ policies of the Multiple 
Peril Insurance Rating Organization and 
the Insurance Co. of North America will 
not be approved. He holds the policies 
violate terms of the standard fire policy 
law. 


— 


Zeller on Marine 


(Continued from Page 28) 


accustomed and in the last analysis they 
should be in the best position to un- 
derstand their own business. In time 
inadequacies in rates inevitably will be 
corrected when adverse results continue 


to manifest themselves,” Mr. Zeller 
states. 
“Much has been said and written 


on the subject of the long ‘tail’ on hull 
business in general. As to American 
hull business, this condition also applies 
in those sections of other markets who 
compete for such business. But, in re 
case of the American market itself, this 
condition is non-existent as even Pie: 
slightest incident or accident is ade- 
quately reserved shortly following its 
occurrence and, although it is true that 
actual cash pz nage may be delayed 
for long periods, vrhen made they are 
against existing Med ore with frequent 
‘savings’ in estimates. It is suggested 
that the competitive aspects of American 
hull business would be healthier and 
certainly more realistic if all parties 
concerned proceeded from a factual pic- 
ture and not from ‘cash payments.’ 

“On the subject of repair costs there 
were grounds for feeling that the spiral 
of increased costs had leveled off and 
were in a fair way of remaining on a 
plateau or perhaps even being reduced 
During the first six months of 1954 
repair costs remained level but reliable 
estimates for the second six months 
tend to indicate that there will be an 
increase of about 3%% on the Atlan- 
tic, Gulf and Pacific Coasts and for the 
Great Lakes about 2%. What effect 
the rise earlier in the year of the wages 
of steel workers will have on costs is 
not yet fully discernible, and when this 
factor is coupled with demands for 
higher wages and increased ‘fringe bene- 
fits’ on the part of ship building and 
repair labor unions, these modest esti- 
mates of percentage increases in repair 
costs may be on the low side.” 


Outlook Not All Gloomy 


The outlook is, of course, not all 
gloomy, Mr. Zeller points out. The 
American market is growing and has 


vitality. In connection with the placing 
of insurance on the super-liner “United 
States,” this year an additional $4,000,- 
000 was necessary following agreement 
between the line and the Government 
as to the final amount the owners were 
to pay for the vessel. The American 
market, despite the large participation 
in the original line, accepted an addi- 
tional line of $2,200,000 out of the 
$4,000,000. The American market has 
also a 20% interest in the insurance of 
the “Queen Elizabeth” and “Queen 
Mary. mM 

Summing up, Mr. Zeller takes the po- 
sition that the current cycle of com- 
petitive excesses must run its full course 
but that the American market is in a 
position to “weather the storm” and 
look to the future with confidence and 
with the conviction that its dynamic 
growth will continue in 1955 and_ the 
years to come. 
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Insurance Prepares 
Guide on Security 


AT REQUEST OF U. S. GOVT. 





Stock and Mutual Fire and Casualty Ex- 
ecutives Prepare Procedures for 
Safeguarding Vital Information 





In the interest of national security, 
and at the request of the Federal Gov- 
ernment, an insurance industry commit- 
tee, composed of stock and mutual fire 
and casualty insurance company execu- 
tives, has completed preparation of a 
Voluntary Security Guide through 
which companies can more effectively 
safeguard vital information. 

This committee represented the As- 
sociation of Casualty and Surety Com- 
panies, Federation of Mutual Fire In- 
surance Companies, National Association 
of Mutual Casualty Companies, National 
Zoard of Fire Underwriters, American 
Mutual Alliance, Associated Factory 
Mutual Fire Insurance Companies, and 
National Council on Compensation In- 
surance. 

Government Committee 


The Government’s Interdepartmental 
Committee on Internal Security, through 
a subcommittee headed by Frederic W. 
Olmstead of the Department of Com- 
merce, and assisted by Thomas L. Kane, 
acting for the Department of Defense, 
cooperated with the insurance industry 
committee in developing the security 
program. Thomas J. Donegan, chairman 
of the interdepartmental committee, 
upon approval of the program, expressed 
appreciation of the fact that one of the 
nation’s largest industries (insurance), 
was so well aware of the need for co- 
operative effort for the good of all. 

All fire and casualty, mutual, stock 
and reciprocal insurance companies are 
urged by these associations to volun- 
tarily implement these newly adopted 
security guides entitled, “Procedures for 
the Safeguarding of Vital Information.” 
Non-member companies mav request a 
copy from any of these associations. 


Kuhne Succeeds Graham 


With the Hartford Fire 


Appointment of Robert M. Kuhne as 
superintendent of the city department 
of the New York office of the Hartford 
Fire is announced by William H. Rusher, 
metropolitan manager. Mr. Kuhne has 
been associated with the Hartford since 
1921 and has been assistant superin- 
tendent of the city department since 
1942. He succeeds George W. Graham 
who retired recently. 


Connecticut CPCU Meeting 


The Connecticut Chapter of the Soci- 
ety of Chartered Property and Casualty 
Underwriters met in Hartford to discuss 
recent developments in multiple-peril 
policies. Discussion leaders were H. J. 
Doolittle and Austin Carey of the Aetna 
Insurance Group and W. C. Stark- 
weather of the Atlantic Companies, New 
Haven. 

Lewis M. Manchester, Aetna Casualty 
& Surety, reported on the recent na- 
tional meeting at Chicago Donald W. 
Ross, Phoenix-Connecticut Group, 
Hartford, was in charge of arrange- 
ments. 


Texas Town Inspection 


Viewed on Television 
Two million Texans recently witnessed 
a single town inspection. Presented on 
television, it is believed to be the first 
such fire hazard hunt shown state-wide. 
The scene was Midland, oil-rich west 
Texas city of 40,000. Filming the entire 
inspection — from opening parade to 
tabulation of hazards found—were movie 
camermen from “Texas in Review,” 
weekly television newsreel sponsored by 
the Humble Oil & Refining Co. 
The newsreel presenting the story of 
the Midland inspection was carried over 
15 Texas TV stations. 


AMERICA FORE OLD GUARD 





Over 400 Attend Annual Dinner in New 
York; Christensen Featured Speaker; 

Herd Attends as Honored Guest 

Four hundred and twenty-five New 
York members of the Old Guard, desig- 
nation of those officers and employes 
who have served 25 years or more with 
the five companies that comprise the 
America Fore Insurance Group, held 
their annual banquet and entertainment 
at the Hotel Statler, New York City, 
last week. 

Featured speaker of the occasion was 
President Frank A. Christensen, who 


himself has served more than 30 years 
with America Fore. He welcomed those 
employes who this year have achieved 
the quarter century mark. Countrywide, 
they number 100, a record for any year. 
In his talk, Mr. Christensen made the 
point that it is the loyalty, experience 
and ability of Old Guard members that 
contribute so greatly to the success the 
Group enjoys today. 

J. Victor Herd, executive vice presi- 
dent of America Fore, was present as 
an honored guest. 

In the group’s five companies, there 
are 1,211 members of the Old Guard 
nationwide whose services range from 





OKLA. CITY AGENTS ELECT 
Ed Polk has been elected president 
of the Oklahoma City Association of 
Insurance Agents. New vice president 
is Stanley D. Whitehurst, while Leland 
300th was reelected secretary. 





25 years up to 64 years. This number 
represents nearly 15% of the group’s 
total personnel. Of the 1,211 employes, 
66 have served more than 50 years. 
Many of these are still actively em- 
ployed. 
























FIREMAN’S FUND 


me INSURANCE GROUP 


Fireman’: Fund Insurance Company 


Nationa: Surety Corporation 


Fire- Automobile: Marine: Casualty-Surety-Fidelity- Reinsurance 
Home Office: 401 California Street * San Francisco 20, California ‘ 


Fireman's Fund Indemnity Company 
Home Fire & Marine Insurance Company 


YOU NEED THE RIGHT EQUIPMENT 


~, TO DO THE JOB... 


And the best way to cash in on your share of the vast, un- 
touched Business Interruption market is to know the “whys 
and wherefores” of the coverage. This is an easy job when you 
have a copy of the newest Fireman’s Fund “Production for 
Profit” kit on Business Interruption and other time element 
coverages. Clearly, simply outlined, this insurance textbook 
takes the confusion out of Business Interruption and equips 
our producers with the technical and sales know-how neces- 


sary to bring in sales. You, too, may have a copy of the kit, 


typical of the right equipment furnished by Fireman’s Fund, 


by sending us the coupon. 


Advertising Department, Fireman's Fund Insurance Group 
401 California Street, San Francisco 20, California 


Please send me FIREMAN'S FUND “Business Interruption” kit. 





Address 








! 
! 
! 
! 
! 
! 
i 
t 
1 Name 
1 
! 
! 
1 
1 
' 
t 














October 29, 1954 





of those who would prophesize the doom 
of the industry. Mr. Herd emphasized 
that when he entered the insurance 
business 35 years ago he had heard such 
prophesies at that time. A 100 years 
from now, he said, “I still would expect 
to find the producers doing their job 





Fabian Bachrack 
HERD 


J. VICTOR 


while some would still claim that the 
insurance business is headed for a down- 
fall.” 

Superintendent Bohlinger, in com- 
menting on Mr. Herd’s award, declared 
that it was a well deserved honor and 
that he does not know anyone in the 
industry who has done more to further 
priv ate enterprise in the business. 

“Insurance is a business,” Mr. Vincent 
said, “which through the very product 
it sells, makes possible the high standard 
of living that comes from, let us say, 
for want of a better and more concise 
phrase, peace and security. 


National Board Services 


Mr. Vincent explained that since the 
National Board was organized some 88 
years ago, its principal functions, which 
continue right up to the present day, 
have been to make available services in 
the public interest on behalf of the capi- 
tal stock fire insurance business. 

“Those services,” Mr. Vincent said, 
“have proved to be outstanding in the 
concept of that which is above and 
beyond the contract of insurance— 
services which we feel are economically 
sound and beneficial to the business it- 
self, to the insured who buy our product, 
to the public and thus to our nation. 
They create security for the individual, 
the family in its home, for all kinds of 


businesses—indeed, for the entire na- 
tional economy.” 
Mr. Vincent reminded the brokers 


unuusal that requires 
as it did in 1904, 


that it is the 
emergency operations, 


when conflagrations called for the study 
and analysis of 


those general factors 


General Brokers Hold Annual Dinner 


(Continued from Page 1) 


that were responsible for most of them 
in our large cities. He said: 

“The engineering surveys undertaken 
then, looking both to furnishing the un- 
derwriters with needed information and 
to making available to the cities the 
means of guarding against such occur- 
rences, have added enormously to the 
general safety of life and property in 
all our cities. So, too, in the adjustment 
field with organizations established to 
keep abreast of the normal adjustment 
of losses, the unusual catastrophic type 
of disturbance demands emergency treat- 
ment. 

“We have made great advances in re- 
cent years in improving insurance serv- 
ices to the public in this field, not only 
in the difficult days following hurricanes 


and other windstorms but after such 
explosions as Texas City and South 
Amboy. Our machinery of relief has 


been tested and improved in strenuous 
service and is steadily i improving i its ways 
of coping with all kinds of disasters that 
strike our policyholders en masse. 

“As population grows and spreads out 
over larger and larger areas and suburbs 
and new towns increase in number, there 
will be new problems requiring the ap- 
plication of these measures. We will 
have both the obligation and ‘the oppor- 
tunity to be of greater service than ever 
—and to more and more people.” 


Fink Discusses Three Problems 


President Jack A. Fink of the General 
Brokers Association, who has been ill, 
could not be present at the banquet. He 
was missed by his many friends. His 
report, presented by First Vice Presi- 
dent Russell Wittpenn, commended Joe 
Conroy, dinner chairman; Nat Green- 
baum, ‘honorary chairman; George F. 
Sullivan, invitation committee chairman, 
and others, then took up the questions 
of new dwelling forms, compulsory auto 
insurance and closer cooperation by com- 
panies with their agents and_ brokers. 
Speaking on the effects of the multi- 
plicity of new forms coming on the mar- 
ket now Mr. Fink stated: 

“T would mention that a possible result 
could be that of the broker winding up 




























LEWIS A. VINCENT 


as a sort of agent for the company 
whose policy he considered the best 
suited to the needs of his client. 

“In other words, the free market, as 
we knew it in the past, with its uni- 
formity of rates and forms could dis- 
appear. This might readily create, in the 
long run, dissatisfaction, misunderstand- 
ing and a general dislike toward insur- 
ance by the insuring public. In my opin- 
ion, there should be closer liaison be- 
tween the producer that sells the mer- 
chandise and the company that manu- 
factures it. 

“We certainly would not want to be 
faced with any necessary adoption of 
what might be termed a ‘code of prac- 
tices’ for the conduct of companies writ- 
ing multiple peril dwelling policies. 

“There is a definite need for positive 
and immediate action for the offset of 
the constant and continuing threat of 
compulsory automobile insurance. While 
a united front on the part of our indus- 
try has been successful for the past few 
years in defeating compulsory automo- 
bile insurance legislation, the subject is 
by no means dormant. 

“We in this business of insurance 
know that compulsory automobile insur- 
ance will not give the public the answer 
to the problem of the uninsured motor- 
ist. However, unless an affirmative and 
unified approach on this matter is taken 
by our business, we might find—even in 
the coming legislative session—that this 
old problem will be with us again. With 
the narrow squeak of last year, we 
could be overwhelmed unless a plan sat- 
isfactory to the man in the street and 
to our legislators is promptly presented 
for consideration. 

“It seems to me that ever since the 
SEUA Supreme Court decision came 
about with the subsequent enactment of 
Public Law 15, close contact has been 
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JACK A. FINK 


lost between the producers and the com- 
panies. Prior consultation is now prac- 
tically nil, except when the support of 
the producer is needed by the insurance 
companies for legislative purposes. 

“There is a need for closer coopera- 
tion between the companies and _ pro- 
ducers. This is not being recommended 
from a selfish standpoint but is being 
spotlighted only with the thought of 
restoring to the buyers of insurance, the 
assureds, the confidence in insurance 
companies that is so seemingly lacking 
at the present time. 

“T urge the heads of insurance compa- 
the officials of bureaus and asso- 
ciations, and all others with initiative 
and foresight to give some thought as to 
the experience and viewpoint of the pro- 
ducer before launching into a wholesale 
hodgepodge of changes.” 


Utica Agents Meet 

About 75 insurance agents of Central 
New York will go to Utica November 
11 for the regional meeting sponsored 
by the Utica Insurance Agents’ Club, to 
be conducted by officers of the state 
association. 

Close cooperation between the Utica 
Fire Bureau and members of the Utica 
association was stressed at a luncheon 
meeting of the agents in Hotel Utica, 
recently, with Albert S. Bagg, Jr., pre- 
siding. 
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The General Broker and Life Insurance 


By Henry K. Hotarex 


Manager, Life Department 
John C. Weghorn Agency, Inc., New York 


The general broker today has a world 
of opportunity for increasing his pro- 
duction dollar-wise if he will merely 
check his own files. Actually, his files 
are literally bulging with promising 
prospects; all he needs to do is to 
classify them and then prepare an ap- 
proach designed for their particular re- 
quirements, 

The increasingly competitive condi- 
tions which are prevailing today should 





HENRY K. HOTAREK 


encourage the general broker to combine 


his general lines of insurance with the_, 


“luxury” lines of life insurance. This will 

not only help him increase his own 
business, but will also improve his rela- 
tions with his present clients. 


Significance of Business Life Insurance 


3usiness life insurance has been in 
existence for many years, but its full 
significance is only now being properly 
understood by industry, management 
and executive groups. ws 

3rokers should check through their 
files and see how many of the accounts 
serviced fall into the following cate- 
gories: (1) sole proprietorships; (2) 
partnerships and (3) corporate organiza- 
tions and the keymen who make most 
businesses successful. 

These categories are the most lucra- 
tive sources of income in our present 
day life insurance setup. 

Sole proprietorships represent the 
greatest potential market for brokers 
selling business life insurance today. Not 
only are there more of this type of 
business operation than any other form, 
but the individual owners are also gen- 
erally easy to contact and talk with. In 
addition, a decisive course of action can 
usually be determined by the person you 
talk to and does not have to be post- 
poned for consideration by a Board of 
Directors or some other body. 

Partnerships also lend themselves very 
nicely as prospects for business life in- 
surance. Even though this category is 
more limited in numbers when compared 
to the sole proprietorships, in this case 
the broker is dealing with two or more 
prospects. Life insurance’s real value is 
frequently more readily understood by a 
partner dependent on one or more asso- 
ciates. 

The partnership poses a legal problem, 
as well as the problem of seeing that 
the business has the proper amount of 
reserve in order to remain a “going” 
concern at the untimely death of one of 
its associates. In this connection, it is 








the part of an agency handling insur- 
ance brokers’ accounts is also available 
from the same agency with respect to 
life insurance problems. 


Service a Broker Should Receive 





partment to complete the arrangements. 

Corporate life insurance and keyman 
life insurance follow the general pattern 
of the other categories mentioned above. 
In the corporate setup, however, there 






wise for the broker to avail himself of | stock purchase 
the technical experience and “know how” 


of his agency’s life insurance depart- of business as easy 


ment. as is possible. 
It should be emphasized, moreover, 


that the same service and understand- a prospect in the 


ing of brokers’ problems that exists on tection, request 


For example, the broker should receive 
help from his agency in the form of 
illustrations, visuals 
sary forms (buy-and-sell agreements, 
agreements, etc.) to 
make the broker’s approach to this type of business he miglit write. 


is a more complex situation than witli 
the partnership. It should in no way, 
however, deter the broker from going 


and all the neces- after this business and reaping the 


profits which are frequently 50 to 100 
times as great as in any pers ynal piece 


and yet effective In addition to keyman coverage for 
a matter of fact, the protection of the employer, one of 


many brokers, after they have interested the most important phases of business 
need for such pro- 


life insurance is deferred compensation 


agency’s life de- (Continued on Page 38) 












The baker was staggered. The purity and quality of his 
products were renowned throughout Denmark. Yet, out 
of the spotless ovens, here was crisp, golden-brown bread 
— that stank! 

It couldn’t be the ingredients, claimed the baker. He 
blamed his fuel supplier, an American oil company. 

This company immediately got in touch with its 
local insurance man, the American International Under- 
writers representative in Copenhagen. The AIU agent 
started some detective work. He ordered tests made of 
the fuel. He examined the bakery’s mixing apparatus, 
carrier mechanism, ovens — all in perfect order. He 
checked the ingredients — and found nothing tainted. 

But when the tests were completed, it turned out that 
the baker was right. Because of an impurity, the fuel, 
when burned, produced a frightful stench which the 
bread picked up during baking. 

This product liability could have cost the American 
firm several thousand dollars. But they were fully pro- 
tected by AIU insurance — thanks to their American 
broker! 

The opportunity in foreign coverage is greater today 
than ever before. Private American investments abroad 
have passed the 16 billion dollar mark — 4 billion in the 
last three years alone. Chances are that some of your 
present clients have need of AIU protection. Ask them. 

AIU service is on-the-spot throughout the world. 


There was 
something rotten 


an Denmark! 





Policies are written in broad American terms. The in- 
formation required is the same kind as for domestic 
risks. Claims are paid promptly and in the same currency 
as the premiums — including U. S. dollars where local 
law permits. 

You don’t have to be an expert to handle foreign risks. 
Take them to AIU — and AIU is your expert. For full 
information and literature, write to Dept. E of the AIU 
office nearest you. Or call in person. 
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Zeller Sees Few Bright Spots in 
Ocean Marine Results For This Year 


The first review this year of under- 
writing results and developments in the 
ocean marine insurance market in this 
country during 1954 appears in an article 
by Frank B. Zeller, president, American 
Institute of Marine Underwriters, in 
the October 28 issue of “Fairplay,” 
sritish weekly shipping and insurance 
journal. This article is the latest in a 
series of annual papers contributed by 
presidents of the Institute to the an- 
nual Insurance Review number of “Fair- 
play.” Mr. Zeller is United States man- 
ager of marine insurance companies in 
the Royal - Liverpool Insurance Group. 


The over-all picture as seen by Mr. 
Zeller and based upon developments up 
to the time the article was prepared 


would indicate that there are “few signs 
of any changes in the rather depressing 
picture which has been building up in 
the earlier years of 1951 and 1953 in- 
clusive, and which is by no means con- 
fined to the American market.” Mr. 
Zeller, however, points out that the only 
discernible bright spot is the lessening 
number of major losses during 1954, but 
it is to be remembered that this article 
was prepared before the “Mormackite” 
disaster in wl hich the American market 
was interested in both hull and cargo 
and the “Prins Willem V” sinking in 
which the American market was at least 
partially interested in the cargo. 

Mr. Zeller refers to the three hurri- 
canes in the first 12 davs of Sentem- 
ber and. of course, had no advance 
notice of what was possibly the most 
devastating of this vear’s hurricanes, 
“Hazel,” on October 15. 


Cargo Premiums for 1954 


“The total marine cargo nremium of 
the American market for 1954 is still 
an uncertain factor although it is annor- 
ent that the severe competition of the 
last several vears having broneht mony 
rates down to the level of ‘Trredncible 
minimums’ a leveling off process can 
he anticinated) Taking into account the 
brighter world economic outlook. which 
in turn may bring about freer con- 
vertibility of more of the world’s key 
currencies. it is likely that the mor- 
ket’s premium income for 1954 will ap- 
proximate that of 1953. This does not 
mean that in many directions the ‘irre- 
ducible’ will not he reduced further as 
there seems to be no limit to com- 
netitive excesses in todav’s markets but 
if that condition eventuates the vear’s 
end may show a somewhat lower total 
than in 1953,” writes Mr. Zeller. 

As in last vear’s renort. Mr. Zeller 
has some very pungent things to sav 


about the inadequacy of the current rate 


structure, both hnll and cargo. He 
points out again his opinion that it is 
only “bv the painful process of sus- 
tained underwriting losses that the 
remedy will he found.” Tn this connec- 
tion, Mr Zeller mentions “the exten‘ 
to which certain competitive markets 
use the war and strikes premiums as 


means of iustifving. nartielly at least 
inadequate marine rates. instead of being 
nsed as a reserve for actusl or poten- 
tial war and strikes losses.” 

As an example of what can happen, 


Mr. Zeller points out ‘that. arising ont 
of the Guatemalan rebellion. there was 
a total loss of “Snringfiord,” in) which 


the American market paid cargo claims 
in excess of $1,500,000. 


Extraneous Risks 


In connection with cargo insurance, 
Mr. Zeller refers to the extended cov- 
erage clauses and points out “that the 


ZELLER 


FRANK B. 


reduction of rates to a joint where in 
many instances they are below prewar 
levels, but at the same time coupled with 
the continuance of the additional cover- 
ages provided by these clauses imposes 
a considerable burden on underwriting 
results.” 

The writer also calls attention to the 
fact that a perhaps greater menace to 
the stability of the world’s markets than 
the “abuse” of the war and strikes rates 
is the subject of the degeneration of 
the term “extraneous risks” to include 
many risks which are “trade loss” in 
character and of which the worst mani- 
festation is the inclusion of the risk 
of “inherent vice.” 

The article reviews the foreign trade 
figures for the nation, pointing out that 
the well-being of the American market 
is intimately related to the rise and fall 


of the foreign trade of the nation. 
Based on the estimates for the first six 
months of 1954, it would appear that 
commercial exports for this year will 
run slightly ahead of 1953, but that the 
import volume will be somewhat re- 
duced. 

Mr. Zeller reports again on the con- 
tinuing battle for the principle of free- 


dom in the placing of marine insurance, 
which subject has been before various 
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international organizations. These in- 
clude the Western Hemispheric Confer- 
ence, the International Chamber of 
Commerce and the United Nations. The 
progress towards the stated objectives 


has left much to be desired, but it 
is hoped that with the easing of ex- 
change controls, etc., the healthy and 


normal condition of foreign trade, which 
not only permit, but encourage com- 
petition for marine insurance coverage 
will be revived. 

Concluding the remarks on cargo in- 
surance, Mr. Zeller records the fact 
that the “standby” legislation of the 
American Congress in respect to cargo 
war risk insurance has been brought to 
a point where it can be activated on 
almost instant need, the rules and regu- 
lations of the Maritime Administration 
having been published recently after two 
vears or more of conferences between 
Government and insurance officials. 

Recent years have shown the tendency 
of major hull losses to occur in the last 
60 days of the year. The adverse fac- 


Marine Institute Dinner 


At Waldorf November 18 


The American Institute of Marine 
Underwriters will hold its 56th anni- 
versary dinner in the Sert Room of the 
Waldorf-Astoria Hotel in New York 
City on Thursday evening, November 18. 
Frank B. Zeller, United States manager 
of marine companies in the Royal-Liver- 
pool Insurance Group, is president of 
the institute. 





tors affecting the hull market are inter- 
national competition, the inz adequate 
level of rates and the high cost of re- 


pairs. With regard to the latter, while 
it was felt for some time that repair 
costs were leveling off, there are still 


indications of further increases in this 


important factor. 
“As to competition, this is a diet to 
which the American market is quite 


(Turn Back to Page 24) 


Many Auto Fire Claims Questionable 
Theft Bureau Mer. in Texas States 


The National Automobile Theft Bu- 
reau, cooperating with the Southwestern 
Insurance Information Service of Dal- 
las, in an information and_ education 
program, reports 2,500 “suspicious” au- 
tomobile fires in Texas during 1953, rep- 
resenting an insurance loss of well over 
$1,500,000, Darby Hammond, executive 
secretary of the Service, has announced. 

The NATB report was prepared for 
the Southwestern Insurance Information 
Service by C. C. Benson, manager of 
the bureau’s Texas division in Dallas. 

Why Losses Are Questionable 
losses,” according to Mr. 
“can be classified as ‘ques- 
they definitely have 
tell-tale factors or 


“ 


“These 
Hammond, 
tionable’ because 
one or more of the 
circumstances involved. That is, a poor 
financial background, poor mechanical 
and physical condition of the vehicle, 
1 long history of repairs, and immediate 
breakdown just prior to the fire, a pre- 
posterous and most obviously exagger- 
ated story concerning the inception of 
the fire, and more important still, fire 
damage to such an extent and intensity 
as to be absolutely impossible without 
having the aid of inflammables,” he 
said, and added, “Of the estimated 2,500 
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‘suspicious’ losses, no less than 75% 
occur geographically in an area that can 
be described as East, Central and 
Southeast, Texas.” 

“One of the most interesting analysis 
of ‘suspicious’ fires comes from a study 
of location or scene of loss. There is 
absolutely no relationship between the 
frequency of total fire losses and the 
concentration of motor vehicles in a 
given place. In fact, seldom indeed is 
the total constructive loss which occurs 
on a busy highway, in mass_ parking 
areas, or on busy city streets, bridges, 
underpasses or tunnels. More than 90% 
of the total ‘suspicious’ fire losses occur 
in rural areas, usually on an unimproved 
and infrequently traveled road, where 
witnesses are not likely to be encoun- 
terd,” Hammond said. 


Total Loss Obvious Factors 


Other factors obvious in many total 
fire losses outlined by the report in- 
cluded: 


(1) Suspicious total fire losses gener- 
ally occur at a time when the vehicle is 
only occupied by the driver or, at most, a 
relative or close friend. 

(2) Practically none occur while auto- 
mobiles are in possession of women 
drivers—yet figures indicate women do at 
least one-third of all the drivings. 

(3) Rare are total fire losses to fleet 
operated vehicles, such as automobiles 
owned by governmental agencies, utility 
companies, oil companies, taxi cabs, and 
motor freight lines. 

(4) Equally scarce is the total fire 
loss on a motor vehicle which is fully 
paid for, and in fact, most frequently, 
the opposite is all too obvious—the 
vehicle was over-sold in the beginning, 
the owner had little or no equity in- 


vested, there was a history of delin- 
quent or slow payments, and all too 
often the existing mortgage exceeded 


the sound value of the automobile prior 
to the fire. 

“More than adequate experimentation 
has been conducted during the past 20 
years by the NATB, establishing con- 
sistently and conclusively that there is 
no real fire hazard in an automobile 
in its normal operating condition,” Mr. 
Hammond concluded. 
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Critchfield, Travelers 
Vice President, Retires 


MORE THAN 44 YEARS WITH CO. 


Directed Accident and Group Depts.; 
Pioneer in Group Field; Tutored 
Many Top Executives 


Howard E. Critchfield, vice president 
of the Travelers Insurance Co., has re- 
tired after more than 44 years with the 
insurance firm. At the time of his re- 
tirement, Mr. Critchfield directed the 
accident and group departments of the 
company. 

A native of Ohio, he was graduated 





HOWARD E. CRITCHFIELD 


from the law school of Ohio State Uni- 
versity and practiced law before his as- 
sociation with the Travelers. 

Joined Travelers in 1910 

He joined the company in 1910 as a 
claim investigator in Ohio and was ap- 
pointed adjuster at Columbus in 1912. 
Two years later, he became a member 
of the home office staff and was named 
an examiner in the life and accident 
claim department. When the Travelers 
began writing casualty lines on the Pa- 
cific Coast, he was transferred to San 
Francisco as adjuster in charge of the 
entire coast. 

Mr. Critchfield returned to the home 
office in 1919 as assistant to Vice Presi- 
dent B. A. Page in the accident depart- 
ment. He was made assistant secretary 
of the group department in 1922 and 
secretary in 1925. In 1933, he was ap- 
pointed chief adjuster and secretary of 
all the claim departments of the Trav el- 
ers Companies. He was elected vice 
president in 1941. 

A pioneer in the group insurance field, 
Mr. Critchfield enjoys the distinction of 
having trained many men in this field 
and has seen several rise to top execu- 
tive positions throughout the industry. 
He has also been prominent in commit- 
tee work in the group and accident 
fiel< Is. 


Large Gathering at 
Mid-West IASA Meet 


HELD AT KANSAS CITY, OCT. 22 


Hear Talks on “Simplified Electronics,” 
“Work Simplification”; L. J. Hale 
Elected Chapter President 


Nearly 200 insurance accountants, ac- 
tuaries and_ statisticians from eight 
states met at the Hotel President, Kan- 
sas City, on October 22, for the Fall 
conference of the midwest chapter of 
the Insurance Accounting & Statistical 
Association. 

J. C. Platt, vice president of Central 
Surety & Insurance Corp., is chairman 
of the midwest chapter and Price Trib- 
ble of Universal Underwriters, is presi- 
dent of the chapter. 

In the general morning session the 
equipment companies reported on latest 
developments in the field of calculating 
machines, addressograph,  tabulating 
equipment and paper forms. 


“Simplified Electronics” 


” 


“Simplified Electronics” was the sub- 
ject for the two biggest computer manu- 
facturers, International Business Ma- 
chines and Remington Rand. W. W. 
Simmons, branch manager, spoke for 
IBM, and Eugene Lane, tabulating divi- 
sion manager, spoke for Remington 
Rand. A film and illustrated talks were 
designed to point out the place of elec- 
tronics computers in the insurance ac- 
counting and statistical field. 

“Work Simplification” and its applica- 
tion to the insurance industry was dis- 
cussed by L. J. Hale of the Kansas City 
Life. 

At the luncheon Harvey Ross, hu- 
morist, gave an entertaining monologue 
on “Social Security—Forewords and 
Backwards.” 

Following the afternoon seminars a 
reception and dinner meeting were held. 
Several of the officers of the National 
Association of Accountants and Stas- 
ticians were present, including Al 
Schnese, North American Accident, the 
national president; two past a 
of the National Association—Jack L. 
Batchler of Kansas City Life, and I. H. 
Wagner of Business Men’s Assurance. 
L. E. Wilkins of Kansas City Fire & 
Marine, also a past president, was un- 
able to attend. 


Key to Success 


The main dinner address was given 
by Dr. Ralph Ogan, Ph.D., partner in 
Nordli, Ogan, Wilson Associates. His 
subject was “The Key to Success is 
You.” President Schnese reported on 
plans for the national convention in 1955. 

L. J. Hale, secretary-treasurer of the 
National Association, was elected presi- 
dent of the midwest chapter for 1955 
with Price Tribble as chairman of the 
chapter. R. L. Flath of Mid-Continent 
Casualty, and Harvey R. Gaines of Busi- 
ness Men’s Assurance were elected vice 
presidents. Allan Appell of Kansas City 
Life is the new secretary-treasurer. 





iasdeaion Zurich-American 
Merit Classification Plans 


The New Jersey Commissioner of 
Banking of Insurance has approved the 
merit classification plans of the Zurich- 
American Insurance Companies for au- 
tomobile bodily injury, property damage, 
and medical payments, and for physical 
damage coverages effective October 14. 

Careful drivers in New Jersey who are 


insured under these plans will be eligible 
for savings of 15% on liability coverages 
and 10% on physical damage coverages 
for accident-free and loss-free experi- 
ence. It is believed that the plans will 
also encourage better driving and more 
careful maintenance of automobiles. 

The Zurich-American merit classifica- 
tion plans, which apply to private pas- 
senger automobile insurance, may now 
be used in 40 states and the District of 
Columbia. 


Farm Bureau Mutual Files Alternative 


Compensation Coverages in N. Carolina 


On file this week with North Carolina 
Commissioner Charles F. Gold is a cov- 
erage which its sponsors hope will do 
for automobile insurance what the self- 
starter did for the autombile industry. 

The filing was made by the Farm 
3ureau. Mutual Automobile Insurance 
Co. of Columbus, Ohio, which frankly 
sees it as “the answer to the problems 
of the uncompensated auto accident vic 
tim.” 

The coverage is known as alternative 
compensation insurance. Under its term, 
anybody injured in an accident involv- 
ing an insured vehicle would be given a 
choice between (1) accepting immediate 
compensation, regardless of fault and 
the circumstances of the accident, or (2) 
pursuing his claim under the laws of 
negligence. 

In short, the coverage would offer the 
claimant a brand-new method of recov- 
ery—an alternative to the traditional 
“prove-it-later” method of bodily injury 
liability insurance. 

Nov. 16 Public Hearing 

Commissioner Gold has called a public 
hearing in Raleigh for November 16 
to consider the filing. 

C. W. Leftwich, vice president - actu- 
arial, said.that, if the coverage is ap- 
proved, his company would not seek to 
introduce it in other states until the 
North Carolina experience has proved 
clearly favorable. 

“Tf it turns out as successfully as we 
think,” he said. “we hope it will become 
a standard endorsement with the indus- 
try. We think it would be in the 
public interest to have it universally 
adopted.” 

Mr. Leftwich went on to describe the 
proposal as an alternative, too, to com- 
pulsory liability and unsatisfied judg- 
ment insurance. 

“Compulsory systems so far suggested 
only partially solve the injured-third- 
party problem,” he said. “What the pub- 
lic really needs is a system under which 
= persons injured in auto accidents 

can be paid without distorting the laws 
ai negligence. Our new coverage is such 
a system. It means that any member 
of the general public, injured by any car 
thus insured, would be offered an imme- 
diate settlement, without argument and 
regardless of fault. The coverage is so 


broad that it would protect the public 


MUTUAL AGENTS MEETING 





National Assn. Holds Three-Day Con- 
vention in N. Y.; J. F. Montgomery 
Elected President; Succeeds Uhler 
More than 700 agents attended the 

highly successful 23rd annual convention 

of the National Association of Mutual 

Insurance Agents at the Hotel Statler, 

New York, October 25-27. J. F. Mont- 

gomery of the Montgomery Agency, 

Jackson, Miss., was elected president of 

the association. He succeeds Harry E. 

Uhler. 

Other officers elected were: vice presi- 
dents—Claude F. Coates, Fort Worth, 
Tex.; Duane Colburn, Sac City, Iowa; 
Al H. Field, Hickory, N. C.; Earl A. 
Lamb, New York; Ralph Williams, Kan- 
sas City, Mo.; secretary—Ray Shene- 
field, Toledo, Ohio; treasurer—Charles 
Boteler, Washington, D. C.; executive 
secretary—Philip H. Baldwin, Washing- 
ton, D. C. The executive committee is 
composed of all the officers of the asso- 
ciation. 

Highlights of the convention included 
addresses by Dean Charles C. Noble of 
Syracuse University; Stanley N. Barnes, 
Assistant Attorney General of U. S., 
head of anti-trust division, Dept. of 
Justice (featured elsewhere in this edi- 
tion); W. H. Rodda, CPCU, Chicago, 
Ti Zenn Kaufman, formerly merchan- 
dising director of the Philip Morris 
Sales Co. A symposium on “Agency 
Problems” was presented by M. L. Lan- 
dis, general counsel, Central Mutual In- 
surance Co., Russell Davis, vice presi- 
dent, Lumbermens Mutual Insurance Co. 


even if the car were driven by a thief.” 

The endorsement provides for death 
benefits and a daily indemnity as well 
as medical, hospital, and surgical ex- 
penses. These would be paid to any in- 
jured person in any accident involving 
the insured vehicle. The named insured 
and, while members of his household, his 
wife and relatives of either, get the same 
benefits. 

Policyholder and Family Protection 

The policyholder and his family, too, 
would be protected no matter what the 
circumstances of an accident—whether 
caused by an insured or uninsured mo- 
torist, and regardless of whether liabil- 
ity could be established. Benefits would 
be paid even if the accident were caused 
by a hit-and-run driver. 

Mr. Leftwich pointed out that the 
new coverage should not be confused 
with extended medical payment endorse- 
ments, noting that the insuring agree- 
ment calls for the company “To pay, in 
accordance with the schedule below and 
subject to the execution and delivery of 
a complete release of the liability of the 
Insured, irrespective of such _liabil- 
a poe x 

Requiring a complete release elimi- 
nates the double payment possibility and 
rules out the endorsement as a med 
pay extension, he said. 

Specifically, the coverage provides for 
reasonable expenses, not to exceed 
$2,000, for medical, dental, or surgical 
treatments, ambulance, hospitalization, 
professional nursing, or prosthetic de 
vices when the need is incurred within 
one year after the accident. 

Additional Coverage Provisions 

The coverage makes these provisions, 
also: $4,000 for each person over 18 years 
of age killed when death occurs within 
one year after the accident, $2,000 for 
each person under 18; disability bene- 
fits of $5 per day for persons over 18, 
and $2.50 per day for persons under 18. 
Maximum benefits payable would be 
$6,900. 

Mr. Leftwich said the proposed semi- 
annual ae for alternative compensation 
is $4.50, which would be in addition to 
the usual semi-annual liability premium. 
Alternative compensation, he empha- 
sized, is designed to be sold only as an 

_(Continued on Page 38) 


ee E. MILLER PROMOTED 


Elected Vice Dreshieas in Charge of 
Claims of Maryland Casualty; Suc- 
ceeds Late W. Kenyon Lloyd 

H. Ellsworth Miller, formerly chief 
claims attorney of Maryland Casualty, 
has, been elected a vice president of that 
company in charge of claims. He suc- 
ceeds the late W. Kenyon Lloyd, who 
died on August 8. 

A graduate of Baltimore City College, 
Mr. Miller attended the University of 

3altimore. He received his LL.B degree 
poner was admitted to the Bar in 1933. 

After engaging in the practice of law 
for _ years, he became associated with 
Maryland Casualty in 1935 as an attor- 
ney in bonding claims. In 1950 he was 
appointed chief claims attorney of the 
company, and, in addition to his other 
duties, had supervision of all bonding 
claims. 

Mr. Miller is a member of the Balti- 
more City, Maryland, and American Bar 
Associations. He is a member of the 
fidelity & surety committee of the 
American Bar Association, and is vice 
chairman of the fidelity & surety com- 
mittee and past member of the casualty 
committee of the International Associa 
tion of Insurance Counsel. 

In his new position, Mr. Miller will 
have full responsibility for all bonding, 
casualty, fire and marine claims. 





of Mansfield, Ohio, and Bruce S. Stake, 
fire insurance manager, Thompson, Kin- 


cade, Hill & Powers, St. Louis, Mo. 
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Annual Meeting, National | Assn. _ of Independent Insurers in St. 


Commissioner Taylor Urges Public 


Relations on a Community Level 


Robert B. Taylor, Commissioner of 


Insurance of Oregon and chairman of 
the NAIC executive committee declared 
this week that the time is past due for 
the casualty insurance industry to com- 
mence institutional action in the field 
of public relations. In an address before 


meeting of th National 
haenention of Independent Insurers at 
the Chase-Park Plaza Hotel, St. Louis, 
October 26, he pointed out that the time 
industry to 


the 10th annual 


is also past due for the 

interest themselves in the public’s prob- 
lems outside the field of ae Aa loss 
payments and to plow back some of 


their earnings at the grass roots tor 
the public’s 

“Public relatic ys,” Mr 
plained, “is wooing the 
honorable intentions, not handing them 
a fast line designed for a summer 


romance. Public relations is doing 


good. 
Taylor ex- 
public with 


some 


thing for the public beyond the call of 
duty and beyond that reasonably ex 
pected and required under the policy 
contract.” 
Individual Public Relations Program 
The speaker went on to say that no 
one company can effectively conduct a 
public relations program, even thoug 
that is what they may title their adver- 
tising campaign. He pointed out that 
the overpayment of losses by the use 
of liberal adjustments is not public re 
lations as it is not in the aiblic in 


terest and the public as a ka is ask- 
ing only for fair, equitable and courteous 
treatment of their losses in accordance 
with the policy terms. “Your public re- 
lations to be effective,” he said, “should 
have nothing to do with the individual 
policyholder nor have any bearing on 
] forms of insurance that will be 
presented to the public for their pro 
tection. 

Mr. Taylor are! 





that in Oregon, he 
true publ relations on the 
de He “ak companies and 
form of unselfish contribu- 


has seen 
part of a 
agents in the 


tion to the public welfare, given without 
regard to specific sclicyboblexs and 
without thought of personal gain = or 
publicity on » part of those participat 
ing in the "bles relations program. 
Giving details he said: 


“The plan was originated by the late 


Arthur Eppstein while president of the 
Oregon Automobile rata Co. and 
is being encouraged now by the officers 
of that company, Maxwell Unger presi 
dent, and W. A. Brooks, first vice presi- 
dent. I cannot help but be pleased that 
one of our domestic companies carried 
the ball in tl is program, but I am also 
pleased that other companies and agents 


his movement ot 
silts welfare public relations. Mr. Epp- 
ein toured the entire country selling 
his idea to company executives, some of 
whom flatly refused to join the program 


ave seen fit to join t 





while others were cool and stalled for 
time 

“However,” continued Mr. Taylor, “a 
group of company officials were im 
pressed with the proposal and agreed 


give their financial support. It is not my 


purpose to eulogize Arthur Eppstein, but 
his name is so closely linked with the 
Oregon program that it might be called 
the Eppstein plan of public relations. 
The plan in itself is Bont and after 
I have explained it I would like to give 
you some of the results that have al- 
ready been achieved and then the results 
that I believe will be achieved by the 


continuation of the plan.” 


. Mr. Taylo went on to explain that 
Ore: gon, ig other states, has been faced 
with an ever increasing automobile ac- 
cident iaknsies and accident severity. 


This condition, he said, was realized by 
many people of influence to be a civic 
problem which had to be squarely faced. 
“When a group of leading Oregon citi- 


zens began to look for the department 
of government that would assume the 
responsibility for traffic safety, they 
found that no such department existed,” 
he continued. The speaker went on to 
cite that it was found that traffic courts 
needed support and general uplifting in 
the judicial field. 

Highway Lifesavers Committee of 


Oregon 


“Based upon these findings, as well 
as others of equal importance,” he said, 
“the highway lifesavers committee of 
Oregon Citizens, Inc., was formed as a 
non-profit Oregon corporation. The 
avowed purpose of this corporation is 
the encouragement and coordination of 
the programs of all public and private 
agencies which affect the development 
and maintenance of Oregon streets, 
roads, and highways and the safety of 
all traffic thereon; also, to conduct and 
foster educational programs designed to 
discourage recklessness upon the streets, 
roads, and highways of Oregon and to 
support and publicize the efforts of law 
enforcement agencies to curb traffic ac- 
cidents in the state. 

“It is not an organization of insurance 
companies or individuals associated with 
the industry of insurance, but of other 


men of importance and influence in the 
community banded together to perform 
a civic duty in a civic manner for the 
public good. 


Financial Support Needed 


needs 
trom 


“Any 
money 


program to be effective 
and the raising of money 
(Continued on Page 32) 


Knowlton Cenmennell 
Over FTC Jurisdiction 


THREATENS STATE REGULATION 
NAIC President in NAII Address Says 
the Question Will Eventually Have 
To Be Decided by the Courts 





Donald Knowlton, 
Commissioner of Insurance, who is 
president of the NAIC, declared in his 
address, “The Federal Situation Today,” 
delivered October 25 at the tenth annual 
gathering of National Association of In- 
dependent Insurers that “the jurisdiction 
of the Federal Trade Commission is one 
of the most pressing problems today.” 

Mindful of the FTC’s charges last 
week against 17 companies in the A. & 
H. field of misleading advertising and 
misrepresenting benefits offered custom- 
ers, Commissioner Knowlton said: 

“In my capacity as president of Na- 
tional Association of Insurance Commis- 


New Hampshire 


sioners I have offered the cooperation 
of the NAIC in referring these com- 
plaints back to the states from which 


they originated, in the hope that the 
cause of the complaints can be removed 
state by state. 
“This offer 
though only a 
responsible for 


was made because even 
handful of companies are 
those complaints which 


are serious, I felt that we as Commis- 
sioners have an obligation to correct 
their underlying causes, and in_ this 


information in the hands of 
Trade Commission would 
be invaluable to us. I also felt, and still 
feel, that to publicly prosecute each 
complaint in court would do much more 


work the 
the Federal 


harm than good. To undermine public 
confidence in the business of insurance, 
fairly and honorably carried on by all 
but a few of our companies, would in- 


deed be very unfortunate. The nature 
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DONALD KNOWLTON 


of the insurance business is such that 
must have the confidence of the public 
to live.” 
FTC Firm in Its Position 

Mr. Knowlton continued by saying 
that up to the present time his efforts 
have met with little success. The Fed- 
eral Trade Commission takes the posi- 
tion that, as to matters over which they 
feel they have jurisdiction, they cannot 
surrender that jurisdiction to the states. 
While Mr. Knowlton raised the question 
as to the scope of FTC’s jurisdiction, he 
was not prepared to express an opinion 


on it. However, he did say that briefs 
are now being prepared by attorneys 
for the FTC and also by attorneys for 
one or more of the insurance trade or- 


ganizations. 

“Whatever the conclusions may be, 
the question will eventually have to be 
decided by the courts. In the meantime, 
my earnest hope is that, should any dif- 
ferences of opinion between Federal 
and state authorities arise, a_ solution 
will be sought in a spirit of cooperation, 
with the best interests of the insuring 
public uppermost in mind,” the speaker 
oad. 

Commissioner Knowlton then referred 
to the present investigation being made 
by the Langer Committee into mislead- 
ing advertising, fraudulent use " the 
mails, and tie-in sales of life and A. & 
H. insurance with the financing of holt 
Pointing out that it is difficult to define 
the scope of the Langer probe as the 
set limitations of the committee’s work 


are not clearly defined, Mr. Knowlton 
said: “I suspect it will investigate all 
facets of the business about which it 


receives complaints and the more 
publicity given to this or to any inves- 
tigation, the more complaints, founded 
or otherwise, will be received.” 

So that his NATIT audience would not 
get the impression that he is opposed 
to all forms of Federal investigations, 
or any other for that matter, Mr. 
Knowlton brought out that, in his opin- 
ion, “most investigations have resulted 
in good, but some have aroused preju- 
dice and hatred, and caused such a vio- 
lent swing toward restrictive measures 
that more harm than good has resulted.” 

The speaker went on to say that “the 
great business of insurance need have 
no fear of non-partisan, impartial in- 
vestigations. Your obligations is to give 
investigating bodies the benefit of your 
technical knowledge of the problems un- 
der consideration and your experience 
with methods and_ pr: actices that go to 
make up the business. 


Offers Suggestions for a Solution 
_ As to the role that the NAIC can play 
in arriving at a solution of current prob- 
lems, Commissioner Knowlton pointed 


(Continued on Page 32) 
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Public Good Will Not 

A Permanent Asset 
RIGHT MUST BE EARNED DAILY 
Southall Adilvooses NAL; Cites Broader 


Coverages, Policy Form Simplification, 
As Reducing Dissatisfaction 
Pointing out that public good will is 
not necessarily a permanent asset; the 
right to it must be demonstrated anew 
each day, and in the highest possible 
itio of each day’s dealings with in- 
dividual people, Spalding Southall, as- 
National As- 


sociation of Independent Insurers, in 
his address before the 10th annual meet- 
ing of that association at St. Louis, 
October 27, told the large audience 
present that the franchise of insurance 
can be revoked at any time by the 
customer. 

‘Tt is. gratifying, he said, “that in 
the progress of recent years the means 
for maintaining good relations with those 
it serves have greatly improved. 3roader 
coverages, simplification of important 
policy forms, and improved effective- 
ness of public supervision in removing 
harmful practices in the business have 
reduced or eliminated many of the 
potential causes of dissatisfaction. And 
what with sharpened competition for the 
right to provide insurance protection, the 
public manners of insurance were never 
pes? : 

The speaker went on to point out that 
the recognition of those policyholders 
who daily assist the insurance business 
to function should not be overlooked. He 
illustrated this point by citing the ex- 
ample of the physican who by “ sub- 
mittal of claim forms helps the Pete: EE. 
industry in a positive way “W hile we 
cannot express direct to them each our 
appreciation of their role in our affairs,” 
he continued, “we can be watchful for 
opportunity, by silvake to one, to make 
it known that we are not insensitive to 
the services of al 


sistant general manager, 


Understanding and Integrity 


“We cannot overestimate the value of 
response to dramatic events to demon- 
strate in a manner that will not be for- 
gotten that insurance is, in fact, a busi- 
ness built and operating upon the high- 
est level of understanding and integrity. 
\gainst the attitude that insurance com- 
panies are apt to be over-zealous in 
insistence upon fulfillment of all con- 
tract technicalities, we can point to 
colorful instances to the contrary, as 
where an insurance company has_ paid 
for the ashes of homes and_ buildings 
upon the basis of adjustments at tables 
set in the ashes of its own home office, 
Without contracts, without complete 
records, but with faith in humanity and 
with determination to maintain its own 
honor, 

“Against the attitude that liability in- 
surers may avail themselves of every 
defense to defeat a claim,” he continued, 
“we can point to dramatic proof to 
the contrary. As when, one recent 
winter, a chartered transport plane with 
a full load of passengers in taking off 
from a western airport veered from the 
runway and crashed, bringing death to 
most of those aboard. The fault was 

clearly that of the pilot, who was also 
tlie owner of the plane. There was a 
large amount of liability insurance car- 
ried on the plane, but not one dime of 
legal liability was incurred by the in- 
surer owing to the fact that the pilot 
died with his ship and under the laws 

t that state his negligence died with 
him. Nevertheless, the insurer, in 
recognition of a moral obligation, paid 
out many thousands of dollars in settle- 
ments in behalf of those killed or in- 
jured in the tragedy.” 

Mr. Southall then emphasized that 
much good has come in recent years 
from the simplification and standardiza- 
tion ‘of important cover: iges. Automobile 
policies, especially, have without com- 


pulsion reached a high general level « 
quality and understandability, he said. 


Impetus for Improvement 


A powerful impetus for the improve- 
ment of the services of insurz ince, and 
consequently its good will, he said, has 
come with the development of broad 
coverages resulting from the elimination 
of legal barriers to multiple line under- 
writing 

“Though the advancing march of such 
new forms,” continued the speaker, 
“must overcome obstacles thrown up by 
entrenched competitive interests, the 
forward movement will continue, and in 
so doing bestow upon the institution of 
insurance its most powerful implements 
of service. These new contracts have 
an efficiency and utility well beyond the 
clumsy and diverse combinations which 
they are replacing, and their success will 
give to the good name of insurance a 
context of service never before possible.” 

The narrow and restricted coverage, 
he said, is now recognized as being a 
hazard to insurance as well as to the 
policyholder. He continued: “Though 
there must always be a right time and 
place for such narrow coverages, we can 
be happy that the continuing develop- 
ment of broad form coverages will now 
and in the future reduce the occasions 


(Continued on Page 32) 


WoodSaysWIIS Program 
Aimed at Grass Roots 


ADDRESSES NAII MEETING 


Cites Efforts Made in Telling Insurance 
Story to the People; Public Mis- 
understanding Corrected 


Albert H. Wood, manager and director 
of public relations, Western Insurance 
Information Service, Los Angeles, in 
speaking before the tenth annual meet- 
ing of the National Association of In- 
dependent Insurers at St. Louis, Octo- 
ber 25, pointed out that the WIIS pub- 
lic relations program differs from the 
usual public relations assignment in that 
it has been aimed at specific targets. 


He said that, it has been a pin-pointing 


job of taking the insurance story to the 
people at the grass roots level and see- 
ing to it that the story is not only 
properly told but followed up with re- 
peated emphasis through every avail- 
able channel. 


To Correct Public Misunderstanding 


“On the theory that an informed pub- 


lic, and particularly an informed press 
has always proved to be fair minded 
when they know the facts,” said Mr 
Wood, “one of the main objectives of 
Western Insurance Information Service 
was to correct this misunderstanding by 
the public and the resulting ill will, by 
giving the public the full and frank 
story—to explain that the increases in 
insurance premiums were the result of 
corresponding increases in automobile 
accidents and fatalities and the rash of 
fantastically high jury verdicts. 

“We felt that the public must be told 
that excessive contingent fees of plain- 
tiff’s attorneys and excessive jury ver- 
dicts can result only in increased in 
surance premium costs. Incidentally, it 
isn’t the isolated high verdicts to which 
casualty insurance companies take ex- 
ception—it’s the repeated increase in the 
level of awards which results from this 
desire to give away other people’s money 
with such reckless abandon.” 

In short, said Mr. Wood, the public 
does not unde rstand what the insurance 
business is all about and how its in 
terests are involved. 

He went on to declare that the public 
should be informed of the service ren- 
dered by insurance companies through 
the operation of assigned risk plans. At 
the same time the problem of surcharges 


(Continued on Page 32) 





“It’s a cinch to increase your income’ 


says Benedict L. Rosenberg of Rosenberg Brothers, Baltimore, Maryland 


as Prudential Manager Bill Blair zvorks up plans for more Group Creditors sales. 

















“My brokerage business has 
expanded terrifically as a result of 
department stores’ interest in 
Prudential Group Creditors 
Insurance protection for their 
installment accounts. Prudential’s 
experience in this field and the 
help of the Life Department Plan 
have been invaluable to me. 
Incidentally, although I get help 


I still get the full commission!” 
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A. H. Wood on WIIS 


(Continued from Page 31) 


on drivers under 25 years of age should 
be explained. 

“We must tell the public that automo- 
bile liability rates are made on the high- 
ways and in the court rooms. Thus, 
they have a direct financial interest in 
the following: 4 f 

“Safety programs—in enforcement ot 
traffic laws—in high school driver edu- 
cation and training—in highway and 
street traffic engineering—in strict driver 
licensing laws—in automobile inspection 
laws—that they have a direct financial 
interest in supporting the judges in our 
traffic courts who mete out stiff penal- 
ties to: ; 

“Drunken drivers—speed maniacs— 
those habitual traffic law violators who 
demonstrate irresponsibility. 

“We must tell them about the im- 
portance of their serving as jurors when 
called. And that when serving as jurors 
to be fair to both sides, to be governed 
by the law, not by passion or prejudice 
or emotions. 

“And finally, we have to tell the pub- 
lic that compulsory automobile insur- 
ance is not the cure to the problem of 
the irresponsible motorist nor is it the 
answer to the uncompensated accident 
victim—neither would it remedy the 
causes of increased insurance costs.” 

Mr. Wood then paid tribute to those 
responsible for the fine work done in 
Texas by the Southwestern Insurance 
Information Service. He cited the great 
strides made in that area in the devel- 
opment of better public understanding 
with regard to the casualty insurance in- 
dustry. 

In this connection, Mr. Wood ac- 
knowledged the appreciation expressed 
by the Southwestern Association for the 
assistance of the WIIS in helping to set 
up that operation in Texas. In 11 
months, he said, WIIS, with a speakers’ 


bureau of 225 men, has presented 109 


speeches to.as many civic and service 
clubs. 
Operation of Speakers’ Bureau 
“While employing every media of 


communication—radio, TV, press re- 
leases, direct mail and paid space ad- 
vertisements—the entire program has 


been geared to the operation of a 
speakers’ bureau, with subsequent ap- 
pearances by representatives of the in- 
dustry before major civic and service 
clubs in the three Pacific coast states,” 
said the speaker. “The speakers were 


enlisted from the management’s brackets 
of the sponsoring companies. The speak- 
ers’ bureau consists of some 488 repre- 
sentatives—men who are all thoroughly 
familiz ar with the insurance story. 

“We have also announced and _pur- 
sued the policy of supplying a speaker 
to any audience, regardless of size. We 
are just as willing to take our story to 
a small gathering in a cross-roads vil- 
lage as to the banquet rooms of our 
largest big-city hotels. This isn’t a job 
we turned over to someone else to do 
for us—it has been done by the industry 
itself and we are fired with all the en- 
thusiasm that is generated when a team 
works as a team.” 


As to the results of the program, Mr. 
Wood said that the record speaks for 
itself. In the brief two-year period, he 


declared, there has been a_ noticeable 
change in the attitude of juries, particu- 
larly in areas well saturated by talks 
and press releases. 
In conclusion, he 
“Tust as the 


declared: 

public is beginning to 
realize the great contributions to hu- 
manity by the life insurance companies 
as a result of the research and educa- 


tion in reducing the loss of life from 
cancer, heart disease, polio and other 
human ailments, so is the public begin- 


ning to understand the fight being waged 
by the casualty insurance industry to 
reduce the loss of life and property 
through accidents and to help protect 
our great American system of free en- 
terprise. 





SEES SERVICE TO PUBLIC 


C. M. Fish Cites “UJ” Experimentation 
as Proof of Industry Effort 
for Progress 

In an address before the 10th annual 
meeting of the National Association of 
Independent Insurers in St. Louis, Octo- 
ber 25, Charles M. Fish, president of the 
association and vice president of the 
Freeport Motor Casualty Co., Freeport, 
Ill, told his audience that the experi- 
mentation that is being conducted in un- 
satisfied judgment coverage by endorse- 
ment or otherwise is evidence of the 
willingness of the business to strive for 
progress and to serve the public in ever 
expanding ways. 

The public, he continued, should know 
how well it is being served and it should 
appreciate that the insurance business is 
not asleep at the switch; problems of a 
great social nature are being tackled 
with determination by those who are 
best equipped to cope with them. 

However, Mr. Fish expressed concern 
that this progressive spirit could be 
dampened if the public through legisla- 
tion should insist upon the heavy hand 
of compulsion and take the Massachu- 
setts’ course. “I do not mean,” he said, 
“that the insurance industry would sulk 
under a compulsory law, but there 
would be removed the kind of incentives 
that are responsible in no small measure 
for the magnificent performance that, is 
being witnessed in the automobile in- 
surance field today. 

“NAII is committed to the strength- 
ening of financial responsibility laws in 
those few remaining states that have not 
taken the advanced step in that direc- 
tion. In that respect it has been fortu- 
nate that financial responsibility laws 
have been strengthened serially state 
by state. This has permitted the insur- 
ance market to absorb huge new blocks 
of business by degrees. It is important 
to get all the states on a par, however, 
as quickly as possible and then the gap 
that we are dealing with will be more 
or less consistent and narrowed in vari- 
ous parts of the country and further 
advances can then more easily be intro- 
dyiced. 

i “It has been fortunate,” he continued, 

“For the public and for the industry that 
this period of growth in automobile in- 
surance has been accompanied by inten- 
sive price competition and by experi- 
mentation in the classification of busi- 
ness, with the offspring of new and 
broader coverages The public, under the 
stimulus of financial responsibility laws, 
has not been forced to patronize a static 
insurance market. 

“Think of what the results would have 
been had the insurance business stood 
with a fixed price structure to take these 
newcomers. There would certainly have 
been provoked a lot of public indigna- 
tion that might well have had serious 
consequences.” 


Southall Address 


(Continued from Page 31) 





insurance will have 
that ‘it wasn’t 


when, after a loss, 
to say to its own injury, 
covered.’ ” 

Quarters for Successful Adjuster 

Later on in his talk, Mr. Southall 
pointed out the many qualities necessary 
for a successful adjuster as follows: 

“He must be a student of his policies, 
a thorough investigator, an astute and 
tactful person. He must accept things 
as he finds them, and is the heir of 
much of the dealings between the com- 
pany and the policyholder that have 
gone before. He inherits the work of 
the policy draftsman, be it good or bad, 
and of such complexities as may re side 
in the policy contract. He inherits the 
work of the underwriter and must bear 
some of the brunt of poor underwriting 
judgment. And finally sometimes he is 
confronted with the entire assemblage 
of human characteristics and weaknesses 
that can make attainment of a fair and 
proper settlement a difficult and trying 
experience.” 


R. B. Taylor Address 


(Continued from Page 30) 


the public or civic undertakings more 
often than not causes the downfall of 
the project. In the case of the highway 
lifesavers committee, the insurance in- 
dustry sold the idea to the workers, 
then put up the money needed to carry 
out the aims of the committee. The 
amount required for the committee’s op- 
eration is reasonable and well employed. 
“It is too early to fully appraise the 
results of this undertaking as it will 
ultimately affect insurance companies 
and the automobile liability and property 
damage rates, but we can already see 
a decrease of the frequency and severity 
of accidents, and anyone traveling the 
Oregon highways will be conscious of 
the general slowing down of traffic 
speeds and the improvement of highway 
safety. This improvement has not been 
the result of promises of automobile rate 
reduction or any other direct monetary 
reward, but rather a realization of the 
need for safer driving for the general 
benefit of the people as promoted by 
the highway lifesavers committee.’ 
Later in his address, Mr. Taylor took 
up the subject of compulsory insurance. 
“The public is not going to think too 
kindly of the automobile insuring com- 
panies if they have compulsory insur- 
ance requirements to meet,” he said, “no 
matter what the cost may be or the 
amount of protection granted, as in the 
public’s mind this cost will constitute a 
tax and more taxes are not very popular. 
“The only thing that most people 
find repugnant about compulsory auto- 
mobile insurance is the name, as we 
have compulsory automobile insurance in 
most of our states today which we prefer 
to call our financial responsibility laws. 


Degree of imeaminwes Lacking 


“To be sure,” he continued, “there is 
a degree of amie which is lacking 
in the financial responsibility law, but 
nevertheless the general public is not 
fully aware of this difference as evi- 
denced by the large percentage of in- 
sured cars today as against the percent- 
age prior to the enactment of the finan- 
cial responsibility law. 

“If you were to conduct a survey on 
why people bought liability and property 
damage insurance on their automobiles, 
I believe that 80% would say they had 
to have the insurance in order to comply 
with the state law and that less than 
20% would say they had insurance in 
order to protect themsely es in case they 
should wrongfully injure someone or 
damage his property.” 

Mr. Taylor said that he was not in 
a position to oppose or Support a com- 
pulsory automobile insurance law _ in 
Oregon because that is social legislation 
designed to solve what appears to be 
a social problem. “This problem,” he 
went on to say, “has been brought 
about to a large extent by the sales 
practices of insurance companies and 
their producers over which the Insurance 
Department has no jurisdiction. 

“Rates and forms are the concern of 
the Insurance Department, but the ques- 
tion of who should buy insurance and 
for what purpose is purely a matter of 
the needs and demands of the insuring 
public. I place the responsibility for the 
present demand for compulsory insur- 
ance and unsatisfied judgment funds 
squarely on the shoulders of the in- 
surance industry, companies and agents 
alike. My grounds for taking such a 
stand is the fact that before the advent 
of the financial responsibility laws less 
than 35% of the cars were insured. 

‘Réliovins that the insurance industry 
has created the demand for legislation, 
I have often wondered what they are 
doing to ease the pressure that is c aus- 
ing the pain from which the public is 
demanding relief. We cannot go back 
and resell the business to the public be- 
cause we as an industry do not have 
the ability at this late date to imme- 
diately erase from the minds of the 
policyholders the ideas which we 


Knowlton on FIC 


(Continued from Page 30) 


out that it has the obligation to con- 
centrate its efforts toward the improve- 
ment of state regulation. Furthermore, 
NAIC stands firm in its belief that regu- 
lation by the states “is in the best inter- 
ests of the people, and we must never 
cease in our efforts to preserve it.” 

The speaker said he was well aware 
of the fact that the NAIC is a loosely 
knit organization with no power to bind 
any individual Commissioner as to what 
he will do in his own state. “Like all 
other Commissioners, I want the free 
dom to act within ‘the boundaries of 
my state in any way permitted by my 
statutes,” he declared. “However, I also 
recognize that more and more of my 
problems are common to all states, and 
more and more are national in their 
aspects. To act in the common good is 
certainly one of my obligations, and 1] 
believe now generally recognized as such 
by other Commissioners. Thus, the 
power of the NAIC to act for the com- 
mon good should not be minimized. It 
may not be a legal power, but it is an 
actual power. 

Mr. Knowlton then emphasized that 
the association of the Commissioners 
with each other, their consideration in 
convention of measures to improve state 
regulation, and their adoption of model 
legislation and regulations has its influ- 
ence on legislation and regulation in 
each and every state. “This is all to the 
good,” he remarked, “but I feel that we 
have the right, and even the obligation, 
to go farther in the realm of moral 
persuasion. 

“Our work is only half done if we 
stop with the promulgation of model 
legislation and regulations. We should 
encourage all Commissioners to get such 
legislation enacted in their own states, 
or to be ready with advice and counsel 
it a Commissioner has some particular 
problem in his state which requires 
modification of the proposed legislation. 
If an individual Commissioner has some 
unusual situation in which we can be 
helpful, he should not hesitate to ask 
for such help, and we should not hesi- 
tate to give it. 

“We should seek means of improving 
the quality of supervision by helping 
each other. We should help get the 
tools Commissioners need to work with 
and contribute what knowledge we may 
have as to the use of those tools. Im- 
provement in state regulation by this 
means can do much to offset demand 
for Federal regulation. 

“Industry too can play a part. I would 
encourage a more affirmative attitude 
by industry on the question of state 
regulation.” 





originally installed at the time the cov- 
erage was first issued. 

“What are the companies and agents 
doing on a long range basis to properly 
resell automobile liability and property 
damage insurance to the public as finan- 
cial protection rather than protection 
from a law?,” asked Mr. Taylor. “At 
this late date companies and agents are 
still spending money on _ advertising 
which is detrimental to the industry in 
an effort to capture immediate gains 
for themselves. 

“They continue to emphasize the 
financial responsibility law requirement 
rather than the protection afforded to 
the assured and his family under the 
policy. Companies continue to advertise 
they will pay their claims, with the in- 
ference that some companies do not. 

“All in all what is the industry doing 
to win friends and influence people to 
the extent that they will defend the 
business of insurance, or are they con- 
tinuing to widen the breach? I would 
say that in Oregon a group of com- 
panies and agents have done a great 
deal toward making friends, making in- 
fluential friends for the insurance busi- 
ness.’ 
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‘“Unforeseen events ... need not change and shape the course of man’s affairs” 





Strictly for the birds 


But burglars or robbers are birds you can’t scare easily. 


Not when your home or business is ripe for picking. 

They’ll feather their nests with your valuables... any hour, any day, any night. 
There’s only one sure way to protect yourself against financial loss from burglary and robbery. 
That’s adequate insurance... covering your cash, jewelry, merchandise, 

important records and other valuables. See your Maryland agent today. 
Remember: because your Maryland agent knows his business, 


it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


Burglary Insurance is only one of many forms of Maryland protection for business, industry, and the home. Casualty Insurance, 
Fidelity and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement designed to help Maryland agents and brokers sell more Burglary Insurance. 
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Travelers Helps Agents on Local Adv. 
Through Its New Advisory Service 


The public information and advertising 
department at the home office of the 
Travelers set up recently a new division 
called the agents’ advisory service, pur- 
pose of which is to help agents 
local advertising, publicity and public re- 
lations problems. Judging from the re- 
quests being received from Travelers 
agents in various parts of the country, the 
new service has struck a responsive chord 
in the field. Writing about its success in 
the October issue of “Protection,” the 
monthly house organ of the company, 
Charles K. Oaks, Jr., a member of the 
public information staff, says: : 

“A travelers agent in Texas a few 
months ago read an apparently authori- 
tative article on the subject of local 
agency advertising. The article said that 
an agency in the $20,000 to $30,000 pre- 
mium income class should spend $1,500 
for advertising. It further advised that 
40% of this amount should be devoted 
to newspaper, 20% to radio, 15% to di- 
rect mail, 10% to novelties, and the re- 
maining 5% to such supplementary me- 
dia as billboards and theater tie-ins. 

“Our agent was impressed by this 
specific and positive advice, but decided 
to write to the public information and 
advertising department for its opinion 


before fitting his advertising to the 
formula. A few days later he received a 
reply from the Agents Advisory Service 


this department. 

“The letter told him that there can 
be no pat formula for successful agency 
advertising as long as communities dif- 
fer with respect to advertising media, 
markets, and potentials. For effective- 
ness, the letter explained, an advertising 
program, like an insurance program, 
must be designed to suit specific require 
ments and conditions. 


Designed Ad Program Tailored to 
Agent’s Requirements 


conducted by 


“The Agents Advisory Service offered 
to analyze the agent’s advertising. After 
filling out a special advertising question- 
naire, the Texas representative received 
a comprehensive 
advertising program tailored t 


proposal for a revised 
his own 


Siaadonens? Presents Safety 
“Oscars” to Williams Baking 


The Group Insurance 


Companies’ 


Employers’ 
< Yscar” 
renown in 
recognition dinner given 
The banquet 


award for safe driv- 
ing gained Scranton, Pa., at 
a recent safety 
by the Williams Baking Co 
held in honor of the 
and than 


company’s 
more 2,000,000 
Four drivers, whose 
driving totalled 


Was 
drivers their 
miles of safe driving. 
years of accident-free 
90 years, were especially honored. 
Three of the Williams Baking Co. 
drivers were recipients of the coveted 


Employers’ Group “Oscars.” This gold 
statuette is presented for 20 years of 
safe driving by the Employers’ Group 


Insurance Companies. A metal plate on 
the base of the statuette is inscribed 
with the recipient’s name, indicating that 
the award is made by “The Legion of 
Safety” of the Employers’ Group. 
William Lonsdorf, Scranton Pennsyl- 
vania’s Safety Director made the presen- 
tations. Present during the ceremony 
were Gerald R. Williams, president of 
the Williams Baking Co., and C. A. 
Gaulin, Jr., safety engineer of the Em- 
ployers’ Group Insurance Companies of 
Zoston. 


G. T. JOYCE 25TH MILESTONE 


Gerald T. Joyce, assistant superin- 
tendent of Hartford Accident’s home 
office automobile department, observed 
his 25th anniversary with the company 
on October 28. In keeping with com- 


awarded a_ gold 


gift. 


pany custom he was 


watch as an anniversary 


with their 





requirements and the conditions in his 
community. He recently informed the 
department that he is getting more value 
out of his advertising dollars through 
his revised program.’ 

In giving further examples of adver- 
tising assistance furnished to other 
Travelers agents, Mr. Oaks makes the 
point that the AAS should be given 
some time to complete each request for 
such assistance. “Each case requires 
individual attention,” he says, “and each 
is processed in the order received.” 

\AS gave copy and layout assistance 
to a Florida agent who wanted to run 
a newspaper advertisement announcing 
the removal to new offices, and publicity 
release was also prepared for him to 
send to the local editor. 

“From Virginia came a request for 
ideas on how to advertise an agency's 
60th anniversary. AAS prepared a series 
of newspaper advertisements stressing 
the growth of the community and that 
of the agency during the last 60 years. 

“A large Alabama agency which spon- 
sored a radio news program wanted ad- 
vertising suggestions to combat cut-rate 
competition. AAS provided a series of 
commercials pointing out the advantages 
of doing business wtih a local agency. 

“A New Jersey agent celebrating his 
25th anniversary wanted publicity. A 
release, prepared from the information 
contained in a publicity questionnaire, 
was sent to all newspapers in his area 

“A direct mail program on fire in- 
surance was requested by a Connecticut 





agent. AAS developed for him a direct 
mail kit which included sales letters. 
leaflets and other advertising material 
with a plan for conducting two short, 
hard-selling mail programs.” 

Summing up Mr. Oaks says: “It’s 
unfortunate but true that many agents 
believe a sound advertising program 


distributing novelties 
to clients and prospects. AAS has been 
successful in persuading a number of 
agents to start modest advertising pro- 


consists solely of 


grams. In virtually every instance the 
agent has been pleased with his new 


program and its results 





TO FORM UNDERWRITERS ASSN. 


Detroit Casualty Underwriters to Meet 
at Standard Accident’s Office Nov. 3 
to Plan Organization 

4 group of prominent Detroit casu- 
alty underwriters will meet at the home 
office of Standard Accident on Novem- 
ber 3 for the purpose of forming an 
organization to be known as the Detroit 
Underwriters Association. 

In attempting to develop a foundation 
for such an organization, representz itives 
of three Detroit insurance companies 
have drafted a_ tentative constitution 
used by such associations at Chicago 
and Indianapolis. The men are: C. C. 
Mill, casualty underwriting manager, 
Detroit branch, Standard Accident; D. 
W. Myers, Detroit Automobile Inter- 
Insurance Exchange; J. N. Judd, Michi- 
gan Mutual Liability. The Constitution 
was drawn up to serve as a guide and 
will be submitted by association mem- 
bers for approval before it is put in ef- 
fect. 

There are underwriters’ associations in 
New York, Chicago, and Indianapolis, 
and casualty underwriters in Detroit 
feel that there is a definite interest and 
need for a similar organization. 

The purpose of the organization will 
be to promote non-partisan ethical prac- 
tices in casualty underwriting, to aid in 


the dissemination of information valu- 
able to its members, and to bring into 
more intimate and friendly relation 


those engaged in casualty underwriting. 
Those interested in forming the associa- 
tion feel that the concept of such an 
organization should be one of individuals 
rather than companies and have injected 
this thought into the constitution. 





David H. Moore Elected V.P. 
Of Kemper & Co., Chicago 





Lee 
MOORE 


Balterman 
DAVID H. 


David H. Moore has been elected vice 
president of the Chicago agency of 
James S. Kemper & Co. He joined the 
organization in July, 1948, as manager 
of its workmen’s compensation and lia- 


bility department. The following July 
he was elected assistant secretary, and 
in November, 1949, was made general 
office manager and underwriting super- 
visor. 

Mr. Moore has been associated with 
several agencies and companies during 
his 27 years in the insurance field. From 
1939 to 1948 he was with Glens Falls 
Indemnity as casualty department man- 
ager. He is a member of the workmen’s 





compensation committee of the Illinois 


State Chamber of Commerce. 


Renews Many Comp. Policies 
—— Assigned Risk Pool 


F. Raynesford, manager, Texas 
Reece hs compensation insurance as- 
signed risk pool, has stated that there 
have been few policies expiring that have 
not been renewed through the pool. 

He declared that he is pleased with 
the cooperation of the agents in the 
sending of checks to cover the required 
deposits 10 days before the expiration 
date of the policy in cases where re- 
newal of policies has been requested. 
This, he stated, has permitted the re- 
newal of the policies with a minimum of 
work, 

He pointed out that the servicing com- 
panies are giving prompt attention to 
payroll audits on expiring policies and 
this results in prompt return of deposits 
to the assureds. 


Deny Differential Rates Are 
Planned for Massachusetts 


Massachusetts Insurance Commissioner 
Joseph A. Humphreys and a spokesman 
for the casualty insurance companies 
have denied any intention of setting 
separate compulsory insurance rates for 
men and women auto drivers. 

The denials followed a remark by an 
Insurance Department actuary at the re- 


cent public hearing on tentative 1955 
auto insurance rates that a system of 
classifying men and women _ drivers 


separately is being studied in Massachu- 
setts. 

Commissioner Humphreys said that in 
his estimation women drivers are in 
every Way as expert as men drivers, and 
at no time has he ever considered, rec- 


ommended or made any statement that 
men and women drivers be classified 
separately for auto insurance rate- 


making purposes. 





Aetna “Drivotrainer” 
Film Demonstrated 


PRODUCES PANORAMIC EFFECT 


Shown at 42nd Annual Nat’! Safety Con- 
gress; Designed for Behind-the- 
Wheel Driver Training 


The first experimental 16mm _ cinema- 
scope-type motion picture designed for 
driver 


behind-the-wheel training was 
demonstrated to educators and_ safety 
leaders at the 42nd annual National 


Safety Congress this week in Chicago. 
panoramic picture 
through the windshield 
of a real car, the 16mm 
movies were produced especially for use 
“Aetna Drivotrainer,” 
driving 


Providing a simi 
lar to the view 
wide-screen 
with the a device 
for giving students lessons in 
small model cars right in the classroom 

The film represents the first pioneer- 
ing effort by the Aetna Casualty & 
Surety Co. to adapt wide-screen motion 


pictures for use with its revolutionary 
behind-the-wheel training device which 
enables students to get many miles 


of driving experience before going on 
the highway. 
Not only do the 


take in more. of 


wide-screen movies 
the roadway than 
conventional motion pictures, but the 
shape of the picture on the screen— 
being more than twice as wide as it is 
high—matches closely the proportions 
of a car windshield. 

To Heighten Actual Driving Sensation 

Use of cinemascope-type films are ex- 
pected to heighten the sensation of 
actual driving in the “Drivotrainer,” 
where students are taught behind-the- 
wheel techniques by learning to operate 
the controls of their classroom cars to 
meet varying traffic situations pictured 
on a movie screen in front of them. 

In addition to the experimental 16mm 
wide-screen film, seven other instruc- 
tional movies for use with the “Drivo- 
trainer” were produced this summer by 
Aetna and are now being used at“Drivo- 
trainer” classroom installations in New 
York, Los Angeles and Oak Park, Ml 

Planned and produced in ee ‘tion 
with a special committee from > New 
York City board of education, pa new 
movies incorporate improved teaching 
techniques developed during the first use 
of the “Drivotrainer” in the New York 
school system. 

The new films replace a third of the 
original series of 22 “Drivotrainer” 
movies produced by Aetna’s public ed- 
ucation department two vears ago, rep- 
resenting the first attempt to put on 
film a complete behind-the-wheel driver 
training program. 

The new films which employ sound 
as well as captioned instructions. are en- 
titled: “Shifting Smoothlv.” “Steering. 
Signalling & Braking.” “Your First 
Drive.” “Alwavs On Cuard,” “Backing,” 
and “Your Road Test.” 


Retired Aesetent Secretary of Insurance 
Federation of Pennsylvania; Served 
Faithfully for 32 Years 
Mrs. Mary H. Fireng, retired assistant 
secretary of the Insurance Federation of 
Pennsylvania, died at her home in Penn- 
sauken, N. October 18. Mrs. Fireng 
retired from the Federation on Septem 
ber 1 and shortly thereafter, while on 
vacation, suffered a collapse which re 

sulted in her death. 

Her services with the Federation be- 
gan in February, 1922. At the annual 
meeting in May, 1927, she was made 
assistant secretary, serving faithfully in 
that office and that of office manager 
until her retirement. 

Through 32 years, she 
sociated with all the work of the Penn- 
sylvania Federation, contributing im- 
measurably to the growth and success 
of the organization. 


was closely as- 
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Eisenhower lo Resubmit Reinsurance Plan 


President Eisenhower said at a dinner in the Waldorf-Astoria Hotel last week 
of the Alfred E. Smith Memorial Foundation that he intended to resubmit to the 
next Congress the health reinsurance proposal which was defeated in the last Con- 
gress. The vote was then (last July) 234 against the health reinsurance and 134 in 
favor of the President’s recommendation. The President said in part: 


In recent months, much that is new 


has already been done. 

Newly passed by Congress is a three- 
year $180,000,000 program to build diag- 
nostic and treatment centers, hospitals 
for the chronically ill, nursing homes 
and rehabilitation facilities. Through 
this program, which supplements other 
funds for general hospital construction, 
we at last recognize the growing propor- 
tion of aged persons in our population 
and the resulting increase in chronic ill- 
nesses. 

Newly 
more generous tax treatment of some 
8,500,000 individuals and families with 
heavy medical, dental or hospital bills, 
saving them some $$80,000,000 a year in 
taxes. This new law also liberalizes the 
tax treatment of sickness or accident 
benefits. 


passed legislation provides 


Five-Year Prophecy 


Newly passed by Congress is a major 
expansion of Federal-state rehabilitation 
services to restore disabled people to 
useful, productive lives—a program of 
tremendous humanitarian importance. 
With the cooperation of those concerned 
in private groups and on all levels of 
government we expect that in five years 
we will have progressed from the re- 
habilitation program of about 55,000 per- 
sons annually to some 200,000 each vear. 
Our goal is to afford opportunity for 
rehabilitation to every American who is 
disabled and can be restored to a useful, 
self-supporting life. 

There is expansion, too, in the crucial 
field of health research—an intensifica- 
tion of direct Governmental research in 
cancer, blindness and neurological dis- 
eases, and many other ills—all this at 
the National Institute of Health. Of spe- 
cial importance to every worker was the 
opening in Cincinnati this year. 

Finally, there was the proposal to en- 
courage the growth and improvement 
of voluntary health insurance. This was 
not passed. 

But, by its passage, millions would 
have had the opportunity—out of their 
own provident thrift—to increase their 
protection against the cost of sickness. 
In this way, we would help ease the 
catastrophic shock of illness and injury 
on the individual citizens and families of 


America. 
Opposes Socialized Medicine 

Some extremists of the bureaucratic 
type challenge the plan because it does 
not attempt to remove all local and i 
dividual responsibility for the care of 
the sick and the unfortunate. Our re- 
fusal to centralize all responsibility and 
authority in the Federal Government is 
deliberate; it is an expression of the 
conviction that though the central Gov- 
ernment may aid and coordinate—local 
authority and private initiative must be 
supreme in the normal procedures of 
daily living. Unless this is so, we all 
realize freedom and self-government will 
be lost. 

Others—of the opposite extreme—op- 
pose this legislation on the ground that 
it might become the entering wedge of 
socialized medicine. To that kind of 
medical service in America, my co- 
workers and I are emphatically opposed. 

3ut I hope that none of us confuse 
social progress with socialism. 


American Way 

We know that the American people 
will not long be denied access to ade- 
quate medical facilities, and they should 
not be. The program for voluntary 
health insurance is one further step in 
achieving this objective in the American 
way. It is the logical alternative to 
socialized medicine. We cannot rest con- 
tent knowing that modern health serv- 
ices are beyond the financial or physical 
reach of many millions of our fellow 
citizens. We must correct these defects. 
I know that in this purpose, the nation 
has the full support of our unexcelled 
medical profession which, like all of us, 
wants better health for all of America. 

A proposal to establish a sound rein- 
surance program will be submitted to 
the next session of the Congress. It 
will be an important part of a health 
program to fill the great gaps in this 
field of health preservation. 


Deficiency To Be Corrected 

Now, the start now made is only a 
first beginning on a vast human enter- 
prise—the health of our nation. This is 
a task for the individual citizen, the city, 
the country, the state, and finally, the 
Federal Government. We Americans 
have accomplished near miracles in ma- 
terial things. But we are vears behind 
our potential achievement in the avail- 
ability and adequacy of health services. 





Sam Flowers, Vice President 
Of Western Indemnity Life 


Sam Flowers, former general agent 
for Life Insurance Co. of Texas, has 
been named resident vice president in 
charge of Western Indemnity Life at its 
home office in Midland, Texas. 

Western Indemnity Life, 
company to Oil Industries Life Insur- 
ance Co., specializes in A. & H. and 
hospital insurance. 


companion 


Mr. Flowers, 37, also served as dis- 
trict manager for the Life Insurance Co. 
of Texas, and as branch manager in 
Houston for the American Hospital & 
Life of San Antonio. He was formerly 
with American General Life of Houston. 


Oregon A. & H. Claims Assn. 


In Process of Formation 
Accident and health claim representa- 
tives in the Portland area are organiz- 
ing their own association to be known 
as the Oregon Accident & Health Claims 
Association. 

J. H. Switzer, field service representa- 
tive of Business Men’s Assurance was 
elected chairman and two committees 
were named, one to draw up a constitu- 
tion and by-laws and the other to nomi- 
nate a slate of officers. 

Paul Kinney, claim manager for Mu 
tual of Omaha, heads the nominating 
committee and Harry W.. Trueblood. 
secretary-treasurer of Insurance Co. of 
Oregon, the constitution and by-laws 
committee. The organization meeting is 
scheduled for November 2. 


Rep. Goodman Suggests 
Five-Point Program 


AGAINST UNETHICAL METHODS 


North Carolina Legislator Cites Hospital 
Policy Complaints; Wants Ins. Com- 
missioner Appointed 


A five-point plan to combat question- 
able practices of A. & H. companies in 
North Carolina has been announced by 
State Representative 
His proposal followed closely the FTC 


Arthur Goodman. 


complaint against the 17 companies 
charged with misrepresenting benefits 
through illusive advertising. 

Mr. Goodman declared that he has re- 
ceived many complaints from policyhold- 
ers who claim they have been misled 
by “small type” restrictions in hospital 
policies. He noted that in most cases 
local companies in North Carolina are 
more reliable than out-of-state compa- 
nies. 

Five-Point Program 

The first point of Mr. Goodman's pro- 
gram is to make the office of State In- 
surance Commissioner appointive by the 
governor rather than elective. The rest 
of his program comprises resolutions 
adopted by a public committee on insur- 
ance, organized by the State Insurance 
Commissioner which met last month. 

The Insurance Commissioner has un- 
limited powers to correct improper in- 
surance practices, said Mr. Goodman, 
and it would be better to have this 
office filled by the governor rather than 
by election. 

“All agents selling accident and hos- 
pital policies are to be bonded for a 
minimum sum of $100, and every agent 
must be a bona fide resident of the state 
of North Carolina for not less than 12 
months preceding the selling of insur- 
ance in this state. 

“All policies of accidents and health 
are to be uncontestable after two vears’ 
duration of the policy if the policies 
continue after said time.” 

A proposal of the insurance committee 
has been accepted by the public com- 
mittee. It would have insurers pay as 
much to the policyholder as he has paid 
in, after the nolicy has been in force for 
three years, before the companies issu- 
ing the policies can cancel them. 

At the last legislative session when 
Renresentative Goodman spearheaded a 
fight against fraudulent restrictions in 
hospital policies. two committees—one 
public and one from the insurance in- 
dustry—were formed. The public com- 
mittee adopted the following resolutions 
for proposals to the legislature on Sen 
tember 19: 


Spell Out All Exceptions 


“All advertising in regards to accident 
and hospitalization benefits are to spell 
ont all exceptions in the nolicy as well 
as the benefits in advertising the spe- 
cial brand of policy. The same _ sized 
type is to be used in the advertising, 
and a penalty of $500 fine for not doing 
so shall be imposed by the Commis- 
sioner of Insurance.” 

Members of the public committee 
other than Representative Goodman in 
cluded: Representative Clifton Blue of 
Aberdeen, chairman: Senator Hamilton 
Hopgood of Vouishburg; and Waldo 
Cheek, former State Tnsurance Commis 
sioner, now an official of a Charlotte 
insurance company. 





Employers Casualty, Dallas. 
To Write Individual A. & H. 


The Employers Casualty of Dallas an- 
nounces its entry into the individual 
cident and sickness insurance field. and 
later on will add the group A. & S 
line. This company has been issuing 
group and individual hospitalization cov- 
erage for the past 19 vears. Porter A. 
Bywaters is manager of its A. & S. de- 
partment. 








W. I. Newton Elected 
President of Craftsman 


HENNESSEY CONTROLS COMPANY 
Directors Met October 22 in Boston; 
Miss H. E. Bardin Elected Secretary- 
Treasurer; Career Highspots 
The board of directors of the Crafts- 
man Insurance Co. of Boston at its 
meeting October 22 elected William I. 
Newton president of the company suc 
ceeding E. P. Goodnow who resigned on 
September 24, and Miss Helena E. Bar- 





Boris, Boston 
NEWTON 


WILLIAM I. 


din as secretary in addition to her duties 
as treasurer 

Walter R. Hennessey of Boston, larg- 
est general agent of the Craftsman, who 
recently purchased Mr. Goodnow’s con 
trolling interest in the company, will 
play an import int role along with Mr 
Newton in its future progress. Mr. Hen- 
nessey is a member of the board as is 


Mr. Newton. 
Newton Started With Monarch Life 


President Newton’s insurance career 
started with the Monarch Life of Spring- 
field following completion of his educa 
tion at Northeastern and Boston Uni- 
versities. In Monarch’s home office he 
served first in the purchasing depart- 
ment, then in the claim division and 
from there to the agency department as 
an assistant to Col. J. Wallace Blunt, 
then head of that department. 

He resigned in the late 30’s to join 
the Craftsman as manager of its claims 
and underwriting departments. In 1940 
he was instrumental in negotiating for 
and consummating the purchase of the 
United Casualty of Westfield, Mass. for 
the Craftsman. His all-around ability 
was recognized by promotion to be vice 
president and secretary of the company 
This post he occupied un to his election 
to the presidency last Friday 

Active in association work, Mr. New 
ton has served on committees of the 
Health & Accident Underwriters Con 
ference. He is a member of the Inter 
national Claim Association and a past 
president of the Boston Life, Health & 
Accident Association. Outside of busi 
ness Mr. Newton is an amateur agricul- 
turist, having personally restored a 250 
year-old New England farm which he 
owns. 


Miss Bardin Started as Bookkeeper 


A graduate of Bay Path Junior Col 
lege of Springfield, Mass., Miss Bardin 
started with the Craftsman in its book 
keeping department. Successively she 
was promoted to assistant cashier, then 
cashier and was elected assistant treas- 
urer in 1943. A year later she was made 
treasurer of the company, the post she 


(Continued on Page 38) 
















Page 36 





a 
(Carwaltso| 
x + aN hea’, 











October 29, 1954 











A. & H. Cos. React to 
FTC Complaint Charges 


JURISDICTION BIG QUESTION 


NAIC President Knowlton Enlarges His 
NAII Address to Respond to 
FTC Chairman’s Statement 
Cueaele of the Federal 
filing complaints 
against 17 A. & H. writing companies, 
charging them with several counts of 
false and misleading advertising, brought 
immediate reactions throughout the 
country and particularly from the Na- 
tional Association of Insurance Com 

missioners. 


Donald 


The 


Trade 


action last 
Commission in 


H Hamps hire 
presid lent of 


Knowlton, New 
Commissioner, who is 
NAIC, enlarged unon his address of 
October 26 before the National Associa 
tion of Independent Insurers meeting in 
St. Louis, interpolating surprise and 
regret that the FTC’s proceedings had 
been brought before the completion of 
NAIC talks with the Commission. Said 
Mr. Knowlton: 

“In addition to my 
opportunity to review the nature of the 
claims filed with the Commission, a rep 
resentative of our Liaison Committee 
had recently had a conference with the 
chairman of the Commission on_ the 
question of state cooperation. At that 
conference, the Commission reiterated 
its position that they had an obligation 
1. mroeceed in matters in which they fel! 


attempt to get the 


that they had jurisdiction and indicated 
that they were preparing a brief on the 
question of jurisdiction. While we were 
told that copies of the brief would not 
be ava — to us, I personally had as 
sumed, though perhaps mistakenly, that 





1 opportunity to 
jurisdiction | 


initiated.” 


we woul 
discuss the 


fore proceedings 


be given some 
question of 
were 


Refers to Supplementary Statement 


Commissioner Knowlton also pointed 
to a supplementary statement issued by 
FTC Chairman Edward F. Howrey last 
week in which he expressed apprecia 
tion for “the excellent support received 
from the Insurance Commissioners of 
the several states, and stated that his 
purpose was to strengthen the proce- 
dures of the Commission for coopera 
tion with state governments.” Mr. 
Knowlton said it was unfortunate that 
this statement did not give the same 
degree of publicity which the original 
release by the FTC enjoyed. 

While he has not abandoned that 
some degree of cooperation can be 
worked out between the FTC and state 


Knowlton 
apparent 
adversary 


authorities, Mr 
discouraged by the 
treat these as 


regulatory 
said he is 
intention to 


proceedings rather than as a coopera- 
tive effort to work out the solution. “J 
do not know what Chairman Howrey 


has in mind when he expresses the pur- 
pose to strengthen the procedures for 
cooperation with state governments, 
but I hope he is sincere in this purpose 
and will give us the opportunity to show 
that we as Commissioners are sincere 
in our efforts to accept the responsibility 
of quality regulation. After all, the basic 
responsibility is ours,” the NAIC presi- 
dent emphasized. 


Plenty of Daily Newspaper Publicity 


Across the 
pers, particularly 


nation the daily newspa- 
the Scripps-Howard 
papers, prominently displayed the FTC 
charges against the A. & H. writing 
companies. As a follow-up to his orig- 
inal story of October 19, Albert M. Cole- 
grove, Washington staff writer for 
Scripps-Howard, ran a top head article 
in some 20 papers in which he brought 
out: 

“Most of the 17 companies accused of 
false and misleading advertising by the 
FTC will settle their differences quickly 
with the Government. Few want to see 
their names in the newspapers repeat- 
edly in connection with months of FTC 
procedures. At least seven of the ac- 
cused companies may already have 
changed their advertising methods and 
may be able to prove quickly to the 
FTC that they’re not now making mis- 


Reader’s Digest Article on 


Hospital Insurance Abuses 


The November issue of the Reader’s 
Digest now on the newsstands is featur- 
Blake Clark entitled, 


ing an article by 

“Let’s Stop Abusing Hospital Insur- 
ance.” In his article, Mr. Clark points 
out the many abuses committed by 


policyholders which cause the raising of 
hospital costs. 


“Let’s not fool ourselves,” says Mr. 
Clark, “if we do not look out, we are 
going to kill the goose that lays the 


golden eggs that pay our hospital bills.” 
Some hospital-insurance rates, he em- 
phasized, have already been raised six 
times in eight years. 

As to the extent of such abusive prac- 


‘es, the atthor cites the Becker Report 

of the Michigan State Medical Associa- 
tion which discovered that there was 
“faulty use” of hospital facilities by 
31.1% of the insured patients, in that 
State. 

Doctors share most of the respon- 


sibility for the abusive practices accord- 
ing to Mr. Clark and he suggests a 
remedy in making all parties involved 
aware of the consequences of faulty use. 





leading claims. The seven companies are 
members of the Health & Accident Un- 
derwriters Conference. ¥ 

Mr. Colegrove then said. spokesman 
of the Conference had advised of the 
adoption last May of “code of practices” 
banning unethical advertising claims. 
“Since then,” said the spokesman, “we 
have been looking over the advertising 
of all our members to make sure it con- 


forms to our code. We think it likely 
the FTC complaints against the seven 
companies which are Conference mem- 


bers are based on advertising those com- 
panies were using before our new code 
went into effect.’ 


Bankers Life & Casualty Statement 


One of the largest of the accused com 
panies—Bankers Life & Casualty—issued 
the following statement: 

There is a constant problem 
both the 
insurance. 


Federal 


of getting the 
benefits and the 
The one 


Government, 


public to understand 
forms of 


sure the 


limitations of all 
feel 


purpose we 


state governments, and the insurance companies 
have in common is to serve and protect the 
public interest. 


whether this FTC 
jurisdictional 
Federal 
speak for the in- 
of—we will 


We do not yet know mat- 


ter is a clarifying move or a 


between the state and regu- 


bodies. Nor can we 
But this much we are 


question 
latory 
sure 
policyholders as 


dustry. 
keep our responsibility to our 
the sole guide to our own actions. 

In St. Louis, S. B. Hunt, president of 
American Life & Accident, declared that 
his company had not been notified of 
the FTC action or served with a copy 
of the complaint prior to October 19. 
Mr. Hunt was president of the Associa- 
tion of Insurance Advertisers in 1950-51, 
an organization formed to police the 
advertising and other trade practices of 
its member companies on a voluntary 
basis. He said its code of fair trade 
practices had been accepted almost with- 
out change in 1950 by FTC and that 
since then all advertising material had 
been submitted to FTC for apnroval. 

One student of nower-politics in St 
Louis observed: “The political angles of 
the FTC action are so glaring they can’t 
be ignored. The timing of these A. & H 
charges is obviously for the nurpose of 
affecting the Congressional elections of 
November 2.” 

The reaction of Insurance Commis- 
sioner John R. Malonev of California 
was one of complete familiarity with the 
situation. Prior to FTC’s complaints he 
took action against two of the 17 com- 
panies for misleading advertising and 
succeeded in part in having the ob- 
jectionable matter eliminated. 

The strong statement by P. FE. Horan, 
general counsel, Mutual of Omaha. was 
published in these columns last week, 
and his intimation that FTC jurisdiction 
is a legal question “which the courts will 
have to determine ultimately” represents 
the position taken by the NATC and 
one or two interested insurance trade 
associations. 





ConferenceUnderwriting 
Forum Set for Nov. 15-16 


TO MEET AT NEW ORLEANS 
Devoted Chiefly to Individual A. & H. 


Underwriting; to Cover Both Commer- 
cial and Non-Can. Type Policies 
One of the strongest Conference com- 
mittees—the tunderwriting committee— 
is shooting this year for recognition of 
its underwriting oo as the top tech- 


nical meeting on the A. & H. industry’s 
Fall calendar. 

Bookings at New Orleans Roosevelt 
Hotel for the meeting date, November 
15-16, are already crowding close to 
space limits. Committee Chairman 
Charles M. Barry, Ohio State Life, says 
registration is surpassing last year’s 


by a wide margin. 

The forum will be devoted chiefly to 
individual accident and health under- 
writing. Both commercial and non-can- 
cellable. guaranteed renewable type pol- 
icies will be treated. 

The meeting will open with the intro- 
duction of Conference President J. W. 
Scherr, Inter-Ocean, and Managing Di- 
rector John P. Hanna. 

Basic Reference Book Revision 

Basic reference books in the accident 
and health field—the underwriting report 


and the agents underwriting handbook 

are being revised by subcommittees 
due to detail their progress to the 
group. 

Expert on disability problems of the 
new nlastic industry. G. L. Gorbell, safe- 
ty director of the Monsanto Chemical 
Co, will talk to the underwriters abont 


the special accident and sickness haz- 
ards of his business. Facts helpful to 
underwriters on the vlastic business are 
scantv and Mr. Gorbell is expected to 
provide the basis for increased a a4. 
writings in this fast-growing industry. 

Voicings of agent’s sentiments on 


home office underwriting has become 
something of a tradition in the eight 
vears the forum has heen held. Last 


vear Provident Life & Accident General 
\eent Tohn Gallowav of Birmingham 
Ala., delivered a realistic appraisal of 


relationships between the home office 
and field—what thev are in many cases 
and what thev should be. 

This year, Inter-Ocean General Agent 
Emerson Davis of Dolas falls heir to 
maintaining the tradition. He talks on 
‘The Avent’s Concent of Field) and 
Home Office Underwritine.” 

P. J. Burns, Moderator 

Next feature is a four-man nanel 

Jescribed bv Program Chairman E. B. 


Forsythe. Tlinois Mutual Casnaltv, as 
“The TUinderwriter’s Scrap Pile” or 
“Little Worries.” Moderator is P. J. 
Burns, New York Life. 

W. A. Sims, Business Men’s 
ance. will talk on “Vocation vs. Avoca- 
tion.” Charles FE. Stevens, Standard 
Accident. will discuss “Borderline Moral 
Risk.” Robert E. Ryan, Royal-Liverpool, 
will handle “U nderwriting of Jumbo 
Risks” and “Higher Limits on Hospital 
and Surgical Expense.” Earle B. Tilton. 
Farm Bureau of Columbus, Ohio, will 
close the panel session with “Under- 
writing of Veterans Who Are Receiving 


Assur- 


Disability Benefits From the Govern- 
ment.” 
The second-day program picks up 


with R. U. Clark, Massachusetts Pro- 
tective Association. and his address “The 
Underwriting of Non-Cancellable Insur- 
ance.” A resinstatement underwriting 
symposium will follow, to be moderated 
hv Conference Managing Director 
Hanna. 
Subjects and Speakers 

Subiects and speakers are as follows: 
1 ‘Interpretation of Reinstatement 
Provisions as Provided for Under Uni- 
form Provisions Code”—John P. Hanna: 
2 “Hospital and Surgical Reinstatement 
Underwriting” — Ward Beall, North 
American Life & Casualty: 3. “Loss of 
Time Reinstatement Underwriting” — 
F. J. Rogers, Securitv Mutual Life of 
Nebraska; 4. “Non-Cancellable Rein- 
statement Underwriting’—Terome M. 
Powell, Loyal Protective Life. 

Another traditional feature of the un- 








W. R. Dignan, Cincinnati, to 
Mark 30th Milestone Soon 


& 


WILLIAM R. DIGNAN 


William R. Dignan, head of one of 
Cincinnati’s leading A. & H. agencies, 
is approaching his 30th anniversary in 
the insurance business. One of the best 
accident and health producers in Ohio, 
his agency—Wm. R. Dignan & Asso- 
ciates—is now seven years old, and 1954 
will be one of its biggest years. 

Mr. Dignan, who has specialized in 

& H. throughout his career, is a past 
eke of the Ohio Association of 

. & H. Underwriters, one of the found- 
ers and past president of the Cincinnati 
association, and a former member of the 
board of directors of the International 
Association of A. & H. Underwriters. 

Representing leading companies in this 
field, Wm. R. Dignan & Associates 
serves as general agents of American 
Casualty, Continental Casualty, Massa- 
chusetts Casualty, Provident Life & 
Accident, Royal Indemnity and Standard 
Accident. 

A lover of music, Mr. Dignan plays 
the tenor banjo. He is also a good golfer 
aed is on the board of directors of the 

Clovernook Country Club. 


Leo McManus to Pittsburgh 


Leo G. McManus has been appointed 
by Mutual of Omaha as manager of its 
Pittsburgh branch office. For the past 
nine years he has been assistant mana- 
ger in the Charles H. Juergens agency 
of that company, and prior to that he 
had ten years’ experience in the home 
office at Omaha. 





derwriting forum is the presentation of 
a medical subject of current interest. 
On this year’s program, Dr. Harry 
Ungerleider, Equitable Life Assurance 
Society, has selected as his’ topic “Hy- 
pertension.” 

The always-popular case clinic con- 
cludes the meeting. Clinic Moderator 
Roy A. MacDonald, Conference director 
of company relations, is backed up by 
the following experts: Carle Oderman, 
American General Life; Robert Carey. 
New York Life; Harry Graham, Bank- 
ers Life; Wendell E. Lapham, National 
Casualty, and Al Robins, Loyal Protec- 
tive Life. 

A reception is scheduled for Monday 
evening, November 15, at the Patio 
Royal, in the heart of the city’s French 
Quarter. 

As has been the practice in the past, 
the forum precedes the annual meeting 
of the Institute of Home Office Under- 
writers, making it possible for members 
and guests interested in life underwrit- 
ing to attend both meetings. The Insti- 
tute meeting will be held November 17- 
19 in the Roosevelt Hotel. Conference 
representations are invited to attend. 

An invitation is extended to members 
of the Bureau of Accident & Health Un- 
derwriters to attend the meetings. 
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300 Attend ‘Open House’ 
Party of Mass. Casualty 
AT ITS NEW H.O. IN BOSTON 
President M. A. Heath Gives Credit to 


General Agents and Agents for Com- 
pany’s Growth and Expansion 








It was a festive occasion at the new 
home office of Massachusetts Casualty, 
50 Congress Street, Boston, on October 
20 when approximately 300 general 
agents, agents and friends were enter- 
tained at an “open house” party 
throughout the afternoon. Milan A. 
Heath, president of the company, was 
the chief host and he made a statement 
on behalf of ail the officers of Massa- 
chusetts Casualty in which he acknowl- 
edged that the successful growth and 
expansion of the company is due to “our 
outstanding staff of general agents in 19 
states where we operate and their well- 
trained and competent supporting 
agents.” 

Mr. Heath also recognized the sup- 
port and good will of many of the com- 
pany’s life insurance friends who, he 
said, “have contributed materially to our 
progress.” Judging from the results of 
the first three quarters of 1954 through 
the month of September, “this year 
promises to be one of the finest in the 
company’s history,” he said. 


Dinner at Harvard Club of Boston 


The “open house” party was climaxed 
by a dinner at the Harvard Club of 
Boston, attended by officers, department 
heads and general agents of Massachu- 
setts Casualty. The general agents at- 
tending included John N. Allen, Provi- 
dence; Joseph P. Caron, Waterville, 
Me.; Walter Cooledge, Boston; Roland 
A. Derosier, Boston, who is manager of 
the company’s student accident division; 
William R. Dignan, Cincinnati; Paul D. 
Hogan, Pittsburgh; Paul E. Klebe, Sr., 
New Haven; Harry N. Koff, Los An- 
geles; Lucien C. Lowndes, Baltimore; 
Michael J. Margolis, Cleveland. 

Also on hand was John R. Rudell, 
3oston. regional director of the com- 
pany; Thomas J. O’Connell, first Deputy 
Insurance Commissioner, Massachusetts 
Insurance Department, and Arthur 
Roche, chief examiner of that Depart- 
ment. 


M. F. Heath, Sr. Greeted by Old Friends 


Many of those attending this affair 
were glad to pay their respects to 
Melville F. Heath, Sr, now 77 years 
old, who was president of the company 
until 1946 when he was succeeded by his 
son, Milan A. The elder Mr. Heath has 
been in the non-cancellable A. & H. field 
for 40 years. 

His sons, Milan A., president; Mel- 
ville F., Jr., secretary, and Gordon S., 
treasurer, are carrying on the tradition 
of Massachusetts Casualty in operating 
the company on a progressively conser- 
vative basis, mindful always of the best 
interests of its policyholders. About 
80% of the annual production is in non- 
cancellable A. & H. Continued growth 
and expansion of the company made 
necessary its move to new home office 
quarters, which occupy double the space 
of its former home office located for 
many years at 20 Kilby Street. 

President Milan Heath who, with his 
brothers and father, put in a busy day 
welcoming the “open house” visitors, ob- 
served his 20th anniversary with the 
company last March 1. A graduate of 
Harvard University in 1933, he joined 
Massachusetts Casualty the following 
year as a field claims representative. He 
was promoted in 1937 to assistant secre- 
tary and manager of the home office 
claim department, then to the vice presi- 


dency in 1940 and to the presidency in 
1946, 


McKerma Heads N. J. Dept. 


Jerome H. McKerma has been ap- 
pointed acting Insurance Commissioner 
of New Jersey. He has been Deputy 
Commissioner since 1951 and is well- 
known in the insurance industry. 








Albert H. Wohlers Tells NAIA Why 


“The Iron Is Hot for A. & H. Sales” 


Tangible evidence that “The Iron Is 
Hot for A. & H. Sales” was given by 
Albert T. Wohlers, A. & H. manager, 
Youngberg-Carlson Co., leading Chicago 
agency, in addressing the October sales 
forum conducted by the National Asso- 
ciation of Insurance Agents as part of 
its annual meeting in Chicago. 

Mr. Wohlers put the emphasis on how 
“hot” the A. & H. business really is in 
terms of sales potential. He depicted 
how it extends the opportunity to the 
producer to employ imagination, crea- 
tiveness, merchandising techniques, pro- 
motion and service. He declared: “A. 
H. is a product that is ‘tailor made’ for 
the salesman and provides him with 
a remuneration that is as rewarding as 
any in the insurance field.” 

The speaker explained that A. & H. 
is also “hot” in terms of both state and 
Federal legislation, some of which might 
result in inroads on the business if not 
checked in time. He was frank to admit 
that A. & H. has not enjoyed good pub- 
licity in the past year, having been sub- 
jected to criticism by the daily press and 
magazines such as “Readers’ Digest.” 

“Nonetheless,” said Mr. Wohlers,” 
even the unfavorable publicity has made 
more people conscious of what A. & H. 
is and what it does.” He went on to 
say that some of the criticism of A. & 
H. must be borne by the agent. This 
is because many so-called specialists 
have entered the business, “some of 
whom are fine career men but others, 
in turn, are ‘fast-buck artists’ who got 
into this field because neither the insur- 
ance agent nor his companies were fill- 
ing the public demand. Without salable 
merchandise, the agent can’t score, and 
the fault here lies with many compa- 
nies which are still far behind the 
times.” 


How to Curb Unfavorable Legislation 


Mr. Wohlers went into detail on how 
cooperative industry action can _ effec- 
tively curb unfavorable legislative action. 
He pointed in particular to the outstand- 
ing work of the Insurance Economics 
Society in stemming the tide for com- 
pulsory disability benefits coverage, the 
job being done by the International As- 
sociation of A. & H. Underwriters on 
behalf of insurance producers, and the 
watchdog vigilance of the two national 
trade associations—Health & Accident 
Underwriters Conference and Bureau of 
Accident & Health Underwriters. 

At the Federal level the speaker told 
of the A. & H. industry’s fight against 
compulsory health insurance during the 
Truman Administration. The tide in 
that direction was checked, he intimated, 
with the aid of American Medical As- 
sociation and local and state medical 
societies. He then pointed to the latest 
Federal development—the Eisenhower 
Administration’s advocacy of a program 
of Federal health reinsurance, and put 
the question: “Does the A. & H. indus- 
try and the insurance companies really 
need government reinsurance ?” 

Better Selling Tools for Agents 

As to the outlook, Mr. Wohlers saw 
the real possibility of better selling tools 
for agents and improved A. & H. mer- 
chandise being issued by the companies, 
because “the mass movement” of life 
companies into the A. & H. field should 
have a stimulating effect on the old line 
casualty carriers that have been writing 
the disability lines for many years. 
“These old companies now have an in- 
centive to raise their sights and to give 
agents better tools,” he remarked. 

Mr. Wohlers also anticipates that pro- 
duction will continue to increase. 
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IN SESSION 


GENERAL AGENTS 
250 of Mutual of Omaha’s Field Repre- 


sentatives at Home Office for Annual 
Meeting, Oct. 26-28 


General agents of Mutual of Omaha 
from coast to coast held the annual 





gathering of their association, October 
26-28, at the company’s home office in 
Omaha. The program was arranged by 
George Richardson, Winston-Salem, 
N. C., as chairman of that committee. 
Plans for the coming year were dis- 
cussed and the general agents had the 
opportunity to compare notes with home 
office officials. President of the associa- 
tion this year is Roy Morgan, general 
agent at Atlanta, Ga. 


PANEL ON HOSPITALIZATION 





Galloway, Saunders, King, of Alabama 
A. & H. Assn. Speak at Central Ala- 
bama Hospital Council Meeting 

Three members of the Alabama Acci- 
dent & Health Association composed a 
panel discussing hospitalization insur- 
ance before a recent meeting of the 
Central Alabama Hospital Council in 
Alexander City, Ala. The council is 
composed of all hospital administrators 
in 22 Alabama counties. 

On the panel were John Galloway, 
general agent, Provident Life & Acci- 
dent; Cliff Saunders, assistant state 
manager, Mutual Benefit of Omaha; 
and Raymond E. King, Jr., agency su- 
pervisor, Lincoln National Life, all of 
Birmingham. 

The panel was devoted to explaining 
how the Birmingham hospital admissions 
plan is operating and discussing the 
feasibility of expanding the plan to in- 
clude the entire state. 

Originally scheduled for 45 minutes, 
the panel evoked so much interest and 
questions from the floor that it lasted 
for approximately one and_ one-half 
hours. 

Other matters discussed by the panel 
were standardized claim forms, and 
methods of handling claims by hospital 
administrators in order to expedite pay- 
ment by companies. 

In further activity of the Birmingham 
association, Mr. King gave an address 
over the local radio station at Roanoke, 
Ala., on October 26. Subject of his dis- 
cussion was “What the Public Should 
Look for in a Hospitalization Policy.” 
Mr. King emphasized the fact that hos- 
pitalization is primarily for the benefit 
of the policyholder, and that policy- 
holders should attempt to protect them- 
selves against usual disabilities rather 
than providing large sums of protection 
against the very unusual disabilities. 
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OFFER ADDITIONAL STOCK 


Peerless Ciiuniee Offers Stockholders 
170,000 Common Shares at $26 Per 
on 1 for 2 Basis 


is offering 
subscribe for 
170,000 shares of its common stock on 
the basis of one new share for each 
two shares held on October 15. Sub- 
scription price for the new stock is $26 
per share, and warrants will expire at 
3 p.m., Eastern Standard Time, on No- 
vember 2. A group headed by Kidder, 
Peabody & Co., will purchase unsub- 
scribed shares. 

Proceeds from the issue will be added 
to the company’s capital funds to enable 
it to carry on its expanded business. 

Peerless Casui uty, which has its home 
office in Keene, N. H., carries on a fine 
casualty and bonding business. It is 
qui ilified to write all types of insurance 
except life insurance. 

The company owns 
common stock of United 
dent, Concord, N. H. 

For the six months ended June 30, 
Peerless Casualty realized an underwrit- 


Casualty Co. 
rights to 


Peerless 
stockholders 


70% of the 
& Acci- 


over 
Life 


ing profit of $317,706 on earned pre- 
miums of $5,102,594. Net profit for the 
six months after Federal income taxes 


was $373,647. 

Giving effect to the current financing. 
capitalizat ion to eek yutstanding will con- 
sist of 2,000 shares of $100 par value 6% 
cumulative preferred and 510,000 
shares of $5 par value common stock. 

Among those associated in the under- 
writing are: Blair & Co. Inc, A. G. 
Becker & Co., Inc.; Estabrook & Co.; 
The Illinois Co.; Paine, Webber, Jack- 
son & Curtis. 


stoc *k, 


National Insurance Buyers 


To Meet Nov. 11 in Chicago 








The third annual membership and 
business meeting of the National Insur- 
ance Buyers Association, Inc. will be 
held on Thursday, November 11, at the 
Palmer House, Chicago. The meeting 
will be preceded by dinner commencing 
at 6:00 p.m. 

President B.- E. Kelley, insurance 
manager, will preside and reports of offi- 
cers, committees and chapter presidents 
willl be given. Mr. Kelley will give a 
progress report on the association which 
was incorporated in 1950 and outline the 


1 








future plans of the Association. 
NIBA membership has increased every 
ar since it was organized, with 1954 
showing an increase of nearly 40% 
Election of directors and officers will 


‘onclude the meeting 


Markel Service Innovation 
Safety Weather Forecasts 


At a press conference in Hotel Bilt- 
more, Stanley B. Markel, vice president, 
Markel Service, Inc., truck and bus in- 
surer, announced a new weather service. 
This, he described as the first in the 
field of commercial vehicle safety. It is 


a safety forecast prepared especially for 
Markel Service by the National Weather 
Institute of Los Angeles through ar- 
rangements with the Western Union 
Telegraph Co. It contains two maps of 
the 48 states and lower Canada which 
show temperature and precipit ition pre- 
dictions. Also shown beneath the maps 
are day to day trends for 18 regional 
areas in both countries. The daily 
trends, wherever possible, are expressed 
in terms of highway usability and thus 
are of special value to truck and bus 
operators. 

Safety weather forecasts are to be 
mailed by the National Weather Insti- 
tute around the 20th day of the month 
preceding the month under study, so 
they will arrive at their destinations 
well in advance of the month covered. 
Each forecast chart will carry a dif- 
ferent safety slogan each month. Markel 
Service is making the safety weather 


charts available to police organizations 
as a public service. 





NEW PRESIDENTIAL OF FLORIDA 


Jacksonville Co. Being Chartered as 
Fire-Casualty Carrier; Acting Gov. 
Johns To Be Its President 
A new multiple line carrier—the Presi- 
dential Insurance Co.—is being char- 
tered in Florida and expects to start 
next January to write fire and casualty 


lines. Its president will be Charles E. 
Johns, now acting Governor of Florida, 


who will devote his entire time to the 
new company when he leaves public 
office next January 4. Its home office 
will be in Jacksonville. 

The Presidential will start with an 
authorized capital of $1,000,000 of which 
$100,000 is paid in and $200,000 contrib- 
uted to surplus by stockholders. Re- 
portedly, Mr. Johns holds 8,333 shares 
of $1 par value stock in the company. 
Other shareholders are John B. Amos, 
vice president and general counsel (4,000 
shares); Arthur E. Cobb, secretary- 
treasurer (4,000 shares) and Bertram A. 
Dann, Miami general agent (83,667 
shares), who indicated that his large 
purchase of shares was aimed at helping 
the Presidential to get started 

According to Mr. Johns, the Presiden- 
tial will be modeled after the Insurance 
Co. of Texas which has a close affilia- 
tion with organized labor. Presidential 
will make public offering of stock but 
will concentrate on sales of shares to 
members of labor unions. While the 
company will operate independently of 
the ICT, the Texas company will be its 
reinsurer. 


Farm Bureau Mt Mutual 





(Continued from Page 29) 
adjunct to the standard auto liability 
insurance policy. 

The rate was determined, he said, 

ifter a comprehensive analysis of a 
closed auto liability claims, 

at random. Each claim was 

studied individually and refigured as if 
it had been settled under alternative 
compensation. The result was an ap- 


proximate increase of 50%. 


As a test-check, an additional group 
of 500 claims was similarly analyzed. 
In an exhibit attached to the formal 
request for approval, Mr. Leftwich ex- 


plained further: 
Reason for Alternative Compensation 
“We developed alternative compensa- 
tion because we believe the economic 
loss and social consequences are just 
as great for the accident victim even if 
fault cannot be established. The injured 
victim should not be placed in the posi- 
tion of establishing the wrongdoer and 
proving his negligence before receiving 
compensation. We believe there should 


be an economic remedy independent of 
any legal remedy. 

“At the same time we feel the injured 
party should have all his rights under 


the laws of negligence and be able to 
prosecute his claim to the utmost if he 
so desires. The choice should be left 
to the claimant; to either accept com- 
pensation certain or gamble in the 
courts. We think the basic solution 
to the problem of the uncompensated 
iutomobile accident victim is in the fol- 
lowing four points all found in our al- 
ternative compensation insurance: 

“1. Any injured victim should have 
immediate compensation available to 
him. 

“2. All remedies under the 
negligence should be available to 
injured victim. 

“3. All the common law defenses 
should be available to the policyholder 
and the company in the event the 
claimant rejects compensation and brings 
suit. The defendant has rights too and 
they should not be tampered with by the 
introduction of the comparative negli- 
gence doctrine. 

“4. Injured victims should not be able 
to collect twice for the same damages 
under the same policy. 

“We believe liability 
gether with a_ suitable 
something the motoring public must 
have. Compensation based on fault is 
philosophically out of tune with the 
modern demand for payment certain.” 


laws of 
the 


insurance to- 
alternative is 





Craftsman Election 


(Continued from Page 35) 


has occupied up to her election to the 
additional office of’ secretary. 
Hennessey Production Genius of Co. 
Although Walter Hennessey has been 
connected with the Craftsman for only 
ten years he has been largely respon- 
sible for its production results in the 
field of accident, sickness, hospital and 





Boris, Boston 


R. HENNESSEY -: 


WALTER 


The agencies he con- 
00% of the 


surgical insurance. 
trols write approximately 
company’s business. 

3ack in 1944 Mr. Hennessey disposed 
of his business as an automobile dealer 
and virtually retired. One day he read 
a small advertisement in the Boston 
Herald which said: “Craftsman Insur- 
ance Co. Integrity.” The word “in- 
tegrity” intrigued him, so he saved the 
ad and promised himself that some day 
he would see what it was all about. The 
day soon came when he visited the 
Craftsman’s home office at 137 Newbury 
Street, Boston, and after an initial con- 
versation with its president, E. P. Good- 
now, he started out to learn the art of 
selling, door to door, accident and sick- 
ness insurance. He was then 52 years 
of age. 

His initial success as an agent was so 
encouraging that Mr. Hennessey began 
in 1946 to sell Craftsman protection in 
earnest. In mid-19460 he began to hire 
and train sub-agents. Soon he had de- 
veloped the business to a point where 
he opened branch offices in nearby cities 
to Boston. The business grew and men 
associated with Mr. Hennessey as agents 
became prosperous. 

Advertising Large Factor in His Success 


Mr. Hennessey gives credit to adver- 
tising as a large factor in his success 
with the Craftsman. He recalls the ad- 
vertisement he noticed in the Boston 
Herald in the late 40’s entitled “To a 
businessman whose profit depends on 


leads.” It appeared over the signature 
of Silton Brothers Advertising Agency. 
Intrigued by the message, Mr. Hennes- 


sey got in touch with that agency, and 
from that point on things began to move 
swiftly. The Craftsman embarked upon 
an advertising campaign which was de- 
signed to build public acceptance of the 
company. Thousands of people wrote to 
express their interest in Craftsman in- 
surance, and as a direct result, produc- 
tion increased by leaps and bounds. Mr. 
Hennessey began to open offices in large 
cities in other parts of the country. To- 
day the Craftsman is operating in 20 
states. 
Sponsors TV Program 

Early this year Mr. Hennessey signed 
up for 13 weeks of television time, spon- 
soring locally the Drew Pearson news 
program. Unique feature of this spon- 
sorship was that all of the “commercial 
time” was devoted to the fund-raising 































All American Casualty 
Buys Home Office Site 


A contract for the purchase of a half- 
acre tract in Park Ridge, IIl., as a site 
for a new home office building tor the 
All American Casualty, has been signed 
by E. E. Ballard, president of that com- 
pany. Present headquarters are at 53 
West Jackson Boulevard, Chicago. 

Construction of a two-story, modern 
building on the new site will begin in 
a month and occupancy is expected 
about July 1, 1955. 

The architectural and engineering firm 
of W. F. McCoughey & nr yon of 
Park Ridge has been retained and plans 
for the new structure are now being 
prepared. 


APPROVE ALLSTATE IN VT. 
The Department of Banking and In- 
surance of Vermont has approved the 


residential fire insurance filing of All- 
state Insurance Company. Rates will be 
approximately 20% below bureau rates. 


The company will confine its writing of 
fire coverage to homes and residential 
buildings housing up to four families, 


Hotarek Article 


(Continued from Page 27) 


This is a tremendous 
morale builder, as it enables a company 
to pay increased compensation to its 
top management Without i increasing t their 
tax burdens. This is accomplished by 
deferring the payment of this increased 
compensation until the executive reaches 
retirement age. The additional money is 
not only most welcome at that time, but 
the tax bite on the corporation is much 
less than it would be during their earlier 
income producing days. 

In fact, life insurance funding 
proven practical and comparatively in- 
expensive for all types of business cOv- 
erage—even so far as providing the capi- 
tal with which to purchase a_ business 
or a business interest rather than to 
fund such a participation from personal 
capital, which has already been sub- 
jected to the impact of taxes. 

I have touched only on the possibili- 


for executives. 


has 


ties of business life insurance for the 
general broker. The important thing is 
for the broker to utilize the hard work 


and sales accomplishments which have 
already resulted in revenue producing 
acounts. The same clients are excellent 
prospects for life insurance. Since the 
broker already has gained their confi- 
dence, he is overlooking a valuable 
source of additional income if he does 
not study the data accumulated on 
them and proceed to serve them further 
and build up his business. 

This need not be a laborious chore. 
No one recognizes the tremendous de- 
mands on brokers’ time more than the 
agency which, over the years, has been 
helping him with his general insurance 
problems. The technical know how and 
underlying skill that have wou the bro- 
ker’s confidence and helped~ him build 
his general insurance business, should 
likewise be utilized in building up his 
life insurance business. 





such worthy causes as the 
American Red Cross, March of Dimes 
and the Heart Fund. Interviewed by 
3oston TV editors, Mr. Hennessey said: 
“T feel that businessmen owe an obliga- 
tion to the community—to the people 
who have made their success possible. 
This is our way of shouldering that ob- 
ligation.” 

There was no apparent attempt to sell 
insurance on the program. The sponsor 
was scarcely mentioned, except for a 
credit line at the start and a message 
from Mr. Hennessey saying: “The Crafts- 
man Insurance Co. is proud to devote 
its commercial time to a worthy cause 
which is in the interest of the entire 
community. On behalf of myself and 
the men and women of Craftsman I urge 
you to respond in your usual warm- 
hearted way.” 


efforts of 




























October 29, 1954 


















ASSETS 








Cash $ 5,912,197.98 
Mortgage Loans on Real Estate 995,304.57 
*Bonds and Stocks_____. 116 , 551,150.52 
Interest due and accrued____ 146,025.98 
Premiums not over 90 days due 5,116,346.70 
Real Estate 3,341,000.00 
All other Assets. 


Total admitted Assets_$142,109,657.53 


FIREMEN‘S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1953 


10,047,631.78 





LIABILITIES 
Reserve for Losses. $ 16,723,394.59 
Reserve for Unearned Premiums 57,852,314.71 
Reserve for Taxes and Expenses 4,108,133.00 
Reserve for other Liabilities.  6,385,449.65 
11,575,000.00 
45,465,365.58 


Capital 
Net Surplus 


Tetal —________$142,109,657.53 


SURPLUS TO POLICYHOLDERS $57,040,365.58 


Securities carried at $3,094,994.84 in the above statement are deposited as required by law. 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 


DECEMBER 31, 1953 








ASSETS 
Cash $ 675,016.05 
Mortgage Loans on Real Estate 2,398.55 
*Bonds and Stocks —____._ 10, 936,351.46 
Interest due and accrued 35,716.80 





Premiums not over 90 days due 1,636,387.84 
Real Estate 170,000.00 
All other Assets e 80,422.65 

Total admitted Assets_$13,536,293.35 








LIABILITIES 
Reserve for Losses —$ 1,747,220.33 
Reserve for Unearned Premiums 6,427,869.68 





Reserve for Taxes and Expenses 459,593.00 
Reserve for other Liabilities___ 99,051.56 
Capital —___.____—  1,000,000.00 
Net Surplus __._ -———: 3,802,558.78 
Totel —_____$13,536,293.35 


SURPLUS TO POLICYHOLDERS $4,802,558.78 


Securities carried at $769,147.96 in the above statement are deposited as required by law. 


MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


DECEMBER 31, 1953 








ASSETS 
Cash $ 1,323,464.85 
Mortgage Loans on Real Estate 365,927.41 
*Bonds and Stocks 30,253 ,368.57 
Interest due and accrued 68,148.84 


Premiums not over 90 days due 2,806,477.72 
All other Assets 209,099.66 
Total admitted Assets_$35,026,487.05 


LIABILITIES 
Reserve for Losses _______$ 4,742,455.18 
Reserve for Unearned Premiums 16,405,880.27 
Reserve for Taxes and Expenses 1,263,131.00 








Reserve for other Liabilities ___ 24,341.29 
Capit)... 3,900,00008 
Net Surplus _— 9,590,679.31 
Total $35,026,487.05 


SURPLUS TO POLICYHOLDERS $12,590,679.31 
Securities carried at $2,616,996.36 in the above statement are deposited as required by law. 


THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


DECEMBER 31, 1953 





ASSETS 
Cash $ 2,727,709.52 
Mortgage Loans on Real Estate 58,827.13 
*Bonds and Stocks — 35,814,363.79 
Interest due and accrued _____ 104,544.19 


Premiums not over 90 days due 3,145,227.05 
AnD eer a 584,756.36 
Total admitted Assets_$42,435,428.04 


LIABILITIES 
Reserve for Losses ________$17,267,043.00 
Reserve for Unearned Premiums 12,541,373.93 
Reserve for Taxes and Expenses 3,048,186.22 


SURPLUS TO POLICYHOLDERS $9,118,011.16 


Securities carried at $4,241,375.40 in the above 


Western Department 





Reserve for other Liabilities___ 460,813.73 
aH 0,560) 000,00 
Net Surplus ___ 7,618,011.16 
tea AZ ASS 428.06 

tat t are deposited as required by law. 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 1953 








ASSETS LIABILITIES 

Cae Se ee Reserve for Losses eee 
*Bonds and Stocks _________._ 10,86 5,004.08 Reserve for Unearned Premiums 6,044,271.68 
Interest due and accrued ___ 34,486.89 Reserve for Taxes and Expenses 458,393.00 
Premiums not over 90 days due 1,658,891.85 Reserve for other Liabilities 61,551.67 
Real Estate ma 75,000.00 Capital ——— 1,000,000.00 
All other Assets — 95,235.45 Net Surplus _ SS 4,166,329.04 

Total admitted Assets_$13,477,765.72 Total ___$13,477,765.72 


SURPLUS TO POLICYHOLDERS $5,166,329.04 


Securities carried at $1,714,939.27 in the above statement are deposited as required by law. 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1953 


ASSETS LIABILITIES 
Cash ae Fe Reserve for Taxes and Expenses_$ 1,270.17 
Bonds and Stocks —._-- ~-_- 393, 120.34 Capital +=: 100,000.00 
Interest due and accrued ___._—s-_: 3,510.00 Net Surplus __ 357,405.24 
Premiums not over 90 days due— 17,262.81 
Al het Ant 12,000.00 
Total admitted Assets____$458,675.41 Total $458,675.41 


SURPLUS TO POLICYHOLDERS $457,405.24 


Securities carried at $55,600.15 in the above statement are deposited as required by law. 


COMMERCIAL INSURANCE COMPANY 


OF NEWARK, N. J. 
DECEMBER 31, 1953 


ASSETS LIABILITIES 
Sea Reserve for Losses _____$20,702,575.00 
Mortgage Loans on Real Estate 481,408.74 Reserve for Unearned Premiums 14,097,900.49 
*Bonds and Stocks —_— ___. 42,081,155.04 Reserve for Taxes and Expenses 2,776,597.41 
Interest due and accrued _____ 98,969.31 Reserve for other Liabilities 844,774.37 
Premiums not over 90 days due 3,163,109.50 Capital 2,000,000.00 


All other Assets 481,861.81 Net Surplus — 8,148,845.14 
Total admitted Assets_$48,570,692.41 Total ____$48,570,692.41 








SURPLUS TO POLICYHOLDERS $10,148,845.14 


Securities carried at $1,504,929.02 in the above stotement are deposited as required by law. 


*Valuations on basis prescribed by National Association of Insurance Commissioners. 


HOME OFFICE 


10 PARK PLACE, NEWARK 1, NEW JERSEY 


120 So. LaSalle St., Chicago 3, Illinois 


Southwestern Department 


912 Commerce St., Dallas 22, Texas 


Pacific Department 
220 Bush St., San Francisco 6, Calif, 


Foreign Department 


102 Maiden Lane, New York 5, New York 


<< 


Canadian Departments 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 























Christmas Is Coming Up Pretty Fast! 


WHAT BETTER TIME... to remember the needs of employees—and 
their families—for protection against loss of time, money and hap- 
piness through accident, illness or death—also for protection 
against an impoverished old age. 

Whether the employees are few or many in number, there is a 


Travelers plan for them. Why don’t YOU tell their boss about it? 


Now is a good time to plan for a December 25th announcement of 
a new Employee Benefit Program. 

Travelers has been specializing in Employee Benefit Plans for over 
40 years. We will design and provide a simplified, common-sense 
plan for your client’s requirements. 

Why not discuss Christmas plans for employees with The Travelers 
now? Consult your nearest Travelers Branch Office for information 


on all Employee Benefit Plans. 


The Travelers Insurance Company - Hartford 15, Connecticut 
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